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Several Pairs Better Than One 


Change Your Shoes Often and Save Your Feet 


| | NTIL pain interferes with oc- 
cupation or pleasure, the aver- 
age person does not question 

the shape or construction of his 

shoes. ’ 

But when peace of mind and com- 
fort of body have departed, when 
social functions cannot be enjoyed, 
when regular occupation can no 
longer be pursued with decent effi- 
ciency, when pains wrack the body 
—then the men and women go to the 
orthopedic surgeon or to a shoe store, 
tell them their story and expect to 
be immediately restored to a 
normal healthy condition. 

It is beyond the power of 
any human being to recon- 
struct nerve cells, blood 
corpuscles or other elements 
of the human body that have 
been destroyed. Only. God, 
or nature, or the Supreme 
Power, or whatever name by 
which one wishes to des- 
ignate it, who originally 
created these elements, can 
recreate them. 

All that lies within the 
power of man to accomplish 
is to relieve the condition al- 
ready created, to remove 
pressure from parts of the 
foot that are not intended to 
be oppressed and distribute 
the weight of the body as 
nearly as possible upon the 
parts designed to carry it. 

What does your foot do 
when you walk barefooted? 
How do the different parts 
of the foot function as you 
walk, run or dance in your 


bare feet? Watch them carefully. 

All parts of the normal foot should 
function as nearly as possible in the 
same way as when shoes are worn. 
The weight of the body should be 
borne by the same part when en- 
cased in a shoe as when going bare- 
foot. 

It is not beyond human possibili- 
ties to build a shoe that will allow a 
foot so to function. As a matter of 
fact, such shoes are now on.the mar- 
ket and are being sold in many shoe 
stores. In most cases they are the 





Elevating the customer—as the cure for the 


hump on a shoe salesman’s back. 


development of merchants or ortho- 
pedic surgeons, or a combination of 
the two who are more interested in 
supplying to the public what they 
should have to increase their effi- 
ciency. and making a money profit 
thereby, than in merely catering to 
the fickleness of style for the mo- 
ment and taking a chance on making 
a profit regardless of the efficiency 
or comfort of the customer. 

In some way or another people 
seem to think that a shoe to be per- 
fectly adapted to the human foot 

must be grotesque, ugly and 
ungainly. 

It is entirely possible to 
make shoes that are good- 
looking and at the same time 
that will allow the feet to 
function properly. 


Any person with normally 
functioning feet, who desires 
to and is able to keep his feet 
in best possible condition, 
avoiding development of 
harmful tendencies, should 
purchase several pairs of 
shoes of different types and 
learn how to use them al- 
ternately, so that no unde- 
sirable tendencies have the 
chance of becoming firmly 
established. 


Feet may deteriorate from 
too great comfort enjoyed 
continuously without change, 
and a slogan might be sug- 
gested, “change your shoes 
often and save your feet.” 
This applies only to normal 
feet. 
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No. 1—The broad 
thin foot 


No. 2—The veins 
of the foot. 


No. 4—The cords 
on top of the foot. 


Feet—Do Your Duty 


They Are as Varied as Faces and 


Need Semi-Professional Attention 


on the assumption that a foot 

consists of meat and bones of a 
certain volume that have to be fitted 
into a shoe having a space of ap- 
proximately the same volume. That’s 
the poorest form of shoe fitting. The 
foot is asked to be a piece of putty 
that forms itself into the shoe, or 
the shoe is required to conform it- 
self to the foot. 

What makes shoe merchandising a 
real professional job is the fact that 
the human foot is a complex mech- 
anism of twenty-six bones, many 
muscles, blood vessels, nerves and 
nails. 

The next step along in orthopedic 
and corrective shoe fitting is par- 
ticularizing the ailment and sug- 
gesting a remedy. There are as 
many types of feet as there are 
types of individuals. They are lean, 
fat, medium and moderate. 

Most bad feet have been caused 


S: ‘much of shoe fitting is based 


No. 6—The bunion. 


by some shoe clerk asking, “What 
size do you wear?” instead of meas- 
uring the foot and then fitting it. 
There is some consideration as to 
the contour of the foot and the use 
to which the shoe is to be subject. 

For that reason we have asked an 
eminent authority on feet to point 
out the different types and charac- 
teristics. The late Dr. Herman W. 
Marshall made a scientific study of 
the functioning of feet and his book, 
“Foot Knowledge,” has been helpful 
in the preparation of this article, as 
well as in encouraging shoe mer- 
chants to consider their business as 
professional as the work of the ocu- 
list and dentist. 


No. 1—The Broad Thin Foot 


Breadth of sole, shallow uppers 
and thin waist, instep and heel are 
the requirements that make for fit 
of the thin, all-over narrow foot. 
This is a type of foot that perplexes 


No. 7—The top 
muscles. 


the merchant and his salesmen, con- 
suming a great deal of time in the 
fitting. Combination lasts are the 
real solution of the problem. Shoes 
must be fitted long enough, in this 
type of foot particularly. Snug 
lacing of shoes to prevent feet from 
pushing forward may be advantage- 
ous in relieving back pressure on the 
toes, but this constriction may in- 
terfere with superficial circulation if 
carried to extremes. 


No. 2—The Veins of the Foot 


Poor circulation of blood through 
the veins of the foot is often caused 
by improper fitting shoes, and may 


‘be said to be the direct cause of cold 


feet. The following are some of the 
prominent faults in fitting that are 
likely to retard circulation, which in 
turn produces numbness and cold 
feet: 

Too narrow a shoe, tco short a 
shoe; laced too tight around instep 


No. 8—The ball of 
the foot. 
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9—The high 
instep. 


and ankle; an improper last for the 
foot (that is, a straight last on a 
crooked foot or a swing last on a 
straight foot). Fit so that the foot 
may have perfect freedom of motion 
in the shoe. It’s this freedom of mo- 
tion that permits circulation. 


No. 3—The Broad Foot 


It’s a mistaken idea on the part 
of the consumer, occasionally shared 
by the merchant, that a broad foot 
crowded into a narrow shoe looks 
well. The deception is evident from 
the start. A wide foot in a narrow 
shoe shows its unfitness at once. In 
dealing with a wide foot, keep in 
mind that there are two types of 
wide feet—the thin, squared-toed 
wide foot, and the broad, fat, muscu- 
lar wide foot. The former is more 
difficult and troublesome—the instep 
will be low, the heel thin, and the 
bony structure of the foot near the 
surface. 


No, 4—~The Cords on Top of the 
Foot 


Take your shoe off and bend your 
toes back and forth; see the cords 
raise as your foot moves. Remem- 
ber that this same movement occurs 
every time the foot is bent. The five 
cords in the foot must be free to 
function, especially the one running 
over the great toe joint. The other 
cords are toward the outside of the 


No. 13— Broai 
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No. 10—The side 


No. 
muscles. 


foot, and if you will study the ques- 
tion you will observe that most of 
the trouble caused by the vamp seam 
cutting into the top of the foot is 
usually over the great toe joint. 


No. 5—The Ankle Tendons 


The prominent bones forming the 
ankle joint are in reality the ex- 
tremities of the two leg _ bones, 
known as the tibia (shinbone) and 
the fibula or outside leg bone. It is 
at this point that the foot is 
“hitched” to the leg, forming what 
is commonly known as the ankle 
joint. Very often this ankle joint is 
enlarged, due to natural causes or 
injury. Here is where the entire 
weight of the body comes, so you can 
easily see the necessity of correct 
fitting so that the proper posture of 
the body may be maintained. 


No. 6—The Bunion 


Notice the shape of the great toe. 


See how it is thrown inward at the 
end and outward at the joint. The 
true articulation is destroyed at the 
junction of the metatarsal bones— 
inflammation results. It is at this 
point that the joint “bleeds,” or the 
lubrication fluid oozes out, in time 
to harden and produce the dreaded 
bunion. What should be done about 
this bunion? An orthopedic surgeon 
might advise an operation. A shoe 
salesman might recommend a change 


No. 15—Tender 


soles. 


11—The low 
instep. 
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No. 12 — Crowded 
toes. 


of footwear and back up his ideas 
with customers whom he has relieved 
without operations. Both opinions 
must be accepted. 


No. 7—The Top Muscles 


If it were possible for the shoe 
salesman to remove the first and 
second layers of skin (dermis and 
epidermis) which so perfectly con- 
ceal the delicate mechanism of the 
foot, and view it under a microscope, 
he would be amazed at the wonder- 
full mass of tendons, muscles and 
fiber and would not wonder at the 
damage that can result from ill fit- 
ting shoes. 


No. 8—The Ball of the Foot 


Among the difficult cases that con- 
front the shoe salesman in fitting is 
the enlarged ball under the great toe 
joint, it being the leverage point in 
walking. Much depends on the 
proper preparation of the sole in 
order to accommodate the enlarged 
ball. Shoes are usually made with- 
out regard to these cases in which 
the ball is abnormal and extra sensi- 
tive. The question of suggesting 
arch supports depends entirely on 
the seriousness of the case and your 
skill in diagnosing the trouble. 


No. 9—The High. Instep 


Note the fulness of the ball under 
the great toe joint; the absence of 


No. 16—The thin 
heel. 
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No. 


17 — The 


great toe. 


No. 183—The 
toe nail. 


much arch; the extreme length from 

“toe to heel—see how it reaches for- 
ward; then notice the recede from 
the great toe to the little toe, which 
is lost to view. The illustration 
represents a strong, healthy, muscu- 
lar foot, which would look far better 
in a blucher. 


No. 10—The Side Muscles 


When you remove the old shoe, 
take a look from behind and note in 
what way the shoe is twisted out of 
shape. If the counter sags inward 
and the inner edge of the sole is 
worn down more than the outer side, 
or if the shank is pressed down to 
the extent that the wearer is walk- 
ing on the shank, it indicates a 
marked weakness in the ankle mus- 
cles. They have become stretched, 
are flabby, and refuse to hold the 
foot in a normal position. The foot 
topples over and is drawn from the 
socket formed by the ends of the 
tibia and fibula bones. The arch is 
flattened and the whole foot is out 
of harmony. This is a common de- 
fect noticed today in the human foot, 
and can be detected by observation 
as described. The defects can be 
remedied or considerable relief af- 
forded by the shoe fitter if he will 
use his judgment and study closely 
conditions when first presented to 
him. 


No. 11—The Low Instep 


Among the troublesome feet that 
you are called upon to fit is the long, 
slim foot, with instep below the 


normal measurement. The illustra- 
tion shown is an excellent type of 
low instep and may be called a “shoe 
man’s foot.” It is a well known fact 
that a large percentage of shoemen’s 
feet are of the long, slim, low instep 
type, and many of you formerly 
asked your manufacturers to get out 
a special pair before so many good 
combination lasts were put on the 
market. 


No. 12—Crowded Toes 


For distorted toes and ingrowing 
toe nails that have become chronic, 
we will not attempt to discuss the 
“cure.” For this type of toe the 
soft toe shoe is a wonderful boon. 


When you have fitted such a foot it 
would be an excellent plan, to in- 
sure permanent comfort, to have the 
inner sole countersunk just under 
the spot where the hammer end of 
the toe strikes the innersole; the toe 
will settle into the cavity; otherwise 
the end of the toe would have to 
imbed itself in the innersole, which 
takes time and is often the direct 
cause of callus on the end. 


No. 13—Broad Heels 


We are now up to the troublesome 
thick heel—a heel that breaks down 
the counters, causes shoes to bulge 
at the sides, breaking out in the 
back seam; in fact, gives no end of 
trouble to the shoe fitter. Fitting 
some broad heels to respectable look- 
ing shoes is almost as difficult as _at- 
tempting to push a balloon through 
the eye of a needle. Observing shoe 
fitters well know that heels vary in 
widths, as well as soles. Conse- 
quently it is important at the outset 
in fitting difficult feet to determine 
just the nature of the heel. 


No. 14—The Heel Tendons 


Grasp the calf of the leg, just be- 
low the bend of the knee joint; fol- 
low down the calf past the ankle, and 
on down over the thick part of the 
heel, and you will find at the calf a 
bunch of strong, well-knit-together 
muscles in a mass, which in their de- 
scent to the ankle become less broad 
and then widen again where inser- 
tion with the heel bone takes place. 
This mass at the calf is known as 
the gastrocnemius muscle. It leads 
to the tendon Achilles at ankle and 
heel. This tendon attaches the sole 


No. 19—The 
instep cords. 
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and calf muscles to the heel bone. 
It is said to be capable of resisting 
a strain equal to a thousand pounds. 
We most urgently caution shoe fit- 
ters to use the greatest care in fit- 
tmg, that no undue pressure of 
chafing be permitted on this tendon. 


No..15—Tender Soles 


Without going into a detailed de- 
scription of the anatomy of the foot, 
it may be sufficient to mention that 
over the bones of the foot are points 
where the greatest weight is borne 
and jars sustained. At these points 
nature has provided thick layers of 
granulated fat. This fat serves as 
a cushion under the heel bone and 
across the tread of the foot, or where 
the five toes seem to be hitched to 
the main part of the foot. With the 
complexity of muscles, ligaments 
and nerves found in the sole of the 
foot, it may easily be understood 
why, when suffering from too nar- 
row, too short or the wrong shaped 
last the feet sometimes smart and 
burn and otherwise howl for relief. 


No. 16—The Thin Heel 


In addition to the heel being thin, 
the instep, waist and ball are not 
normal. The former may be low, 
while the ball is of a thin and 
sprawly nature, necessitating a last 
with a broad tread and shallow up- 
per. Lasts vary and have special 
fitting features peculiar to them- 
selves; therefore it is of special im- 
portance that the shoe fitter study 
the different lasts in his stock, ob- 
serve the fitting features of each, 
and be able to make the right selec- 
tion in each case. 


No. 17—The Great Toe 


On the great toe depends the art 
of walking gracefully. The great 
toe forms a lever which throws the 
body forward in walking, and too 
great care cannot be exercised when 
fitting to give ample length, in order 
that the great toe be not forced 
backward and out of the perfect 

[CONTINUED ON PAGE 96] 


No. 20—The 
toe joints. 
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By Albert W. Frey 


Assistant Professor of Marketing, 

Amos Tuck™School of Administra- 

tion and Finance, Hanover, New 
pshire 





i. 


F eplitiiinidl 3 ee 


os 


W holesaler 


The terms are used _ inter- 





the jobber came into ex- 

istence because of neces- 
sity. He grew up at a time 
when manufacturers were de- 
voting all their energy to 
production. The manufacturer 
had a problem on his hand to 
turn out enough shoes, and 
could not be bothered with 
distribution problems. More- 
over, the manufacturers were 
small in size and often could 
not afford to finance the mar- 
keting of their output. There 
was little or no advertising 
done, so that the manufac- 
turer did not care how or 
where his product was dis- 
tributed, as long as it was 
sold. Competition was not as 
keen in this period, so that it did not 
seem worth while to try to sell direct 
or make savings in distribution. 
Sales were easy and profits satisfac- 
tory. 

It is small wonder then that manu- 
facturers were glad to turn over the 
selling work to these jobbers who 
were market specialists. But because 
they were useful in the past is no 
sure sign that they are useful now. 
Many people are convinced that they 
are of no use today. When they hit 
at the middleman in general, they 
hit more specifically at the jobber. 
Probably the only reason for this is 


I has been pointed out that 





F N the first of this series of ard 


on the general subject of “Distribu- 
ee which began in the Boot and Shoe 
Recorder, issue of October 24, Mr. Frey 
outlined the development of the various 
modern avenues traversed by merchan- 
dise in its passage from manufacturer to 
consumer. 


In this article Mr. Frey begins his 
analysis of these various methods of 
distribution, dwelling here more par- 
ticularly on the réle played by the job- 
ber or wholesaler—how he came into 
being and what are the fundamentally 
good points of his activities. 


that the jobber is little known; most 
people know nothing of what he does. 
Merely because they are ignorant of 
his purpose or place in the distribu- 
tion plan, they jump all over him. 
It is interesting, then, to inquire 
into the jobber’s status today. Let 
us define first exactly what the job- 
ber is. Probably as good a definition 
as any is that he is a man who buys 
from manufacturers in large lots 
and sells to retailers in small lots, 
without alteration of the goods. Also 
it is well to bring out that the old 
distinctions between wholesalers and 
jobbers has practically disappeared. 


changeably today. 

That the jobber is worthy 
of consideration has _ been 
brought out in the statement 
that about 40 per cent of all 
shoes manufactured are dis- 
tributed through him. Fur- 
ther, there are well over a 
thousand jobbers doing busi- 
ness today in this country. 

What does this particular 
middleman do for the shoe 
manufacturer in Lynn, Au- 
burn, Milwaukee, St. Louis, 
or anywhere else? In the 
first place, as we have said, he 
is a market specialist. He 
knows a certain territory very 
well. He is familiar with 
every shoe dealer in that ter- 
ritory. He has a ready-made sales- 
force. He can do the entire sell- 
ing job in that district for any 
manufacturer who does not care to 
set up his own selling organization 
to sell direct to retailers. In other 
words, he is a convenience for many 
manufacturers, and a necessity for 
others. 

Furthermore, he can afford to 
cover small towns and small dealers 
that the manufacturer cannot afford 
to cover. He has several different 
lines of shoes to sell and can get an 
order sufficiently large to make this 
small town coverage profitable. An 


[CONTINUED ON PAGE 95] 
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Obligation Also Opportunity 


HOE merchants are in business to sell shoes. 


They are not their brothers’ keepers. But if 
some of them possess accurate knowledge con- 
cerning the ways normal foot functions are main- 
tained, such salesmen have an advantage over 
their associates. They will be likely to fit shoes 
more perfectly, to satisfy customers better, and 
may represent greater efficiency from a business 
standpoint. Good feet may be made worse by 
good special shoes, if the latter are poorly fitted 
and improperly used. 

So, when there are many excellent special shoes 
made now, the shoe fitters have their tasks plainly 
before them of fitting shoes according to sound 
scientific details; although fashions continue to 
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dominate retail shoe business. Continued educa- 
tion of shoe fitters and wearers of shoes holds 
promise to the shoe trade of especially good re- 
turns for efforts spent in these directions. 

No orthopedic department can be maintained 
without sufficient sizes—72 pairs do not make a 
department. Too short a run of sizes, and a size 8 
sold means a hole in stock and possibly a customer 
misfitted. Be “sized-up” if you say you have an 
orthopedic department. 


Meet Him Face to Face 


URING the past few years when retail mer- 

chants have been becoming better informed 
in the proper ways of merchandising in general, 
much of the antipathy felt toward the salesman 
or manufacturer’s representative has been re- 
moved. This is exactly what should have happened 
long ago, for after all the salesman is a great help 
and not a nuisance. It is unfortunate, however, 
that some few dealers still consider him in the 
latter class. 

They like to receive the men who are handling 
the goods they have been stocking for some time, 
but let a stranger enter the door and he gets an 
icy reception. Either “the buyer is out,” “we’re 
too busy now” or “we have all the stock we need 
for this season,” so that the salesman says about 
two words—“Hello” and “Goodbye.” Many times 
the salesman is made to stand around for an hour 
or so before getting any attention and wastes just 
this much time. 

Such treatment of the representative is not only 
unfair but also a weak spot in the merchandising 
policy. The one lesson above all others that the 
merchant should have learned since the war is 
that proper buying is necessary for the successful 
conduct of his store. And the mission of travel- 
ing salesmen is to help him to buy properly. 

Nearly all salesmen today carry products of 
merit. Strong manufacturing competition today 
makes it folly for a house to.send men out without 
such products. Any sales effort put behind a poor 
product is effort wasted. In other words the mis- 
sion of the salesman is to help the dealer by giving 
him the opportunity of inspecting a variety of 
lines, not to bother him. Only by making profit 
accrue to the dealer can the salesman hope to bring 
profit to himself. 

This is not a plea for patronage of every house 
that displays its line. It is simply a plea for a 
broader point of view, a cognizance of the value 
of the salesman’s visit and for a reasonable at- 
tention to the product and story of the salesman. 
Imagine a condition where no representatives 
visited the merchant; the latter would have to go 
out. and. find his sources of supply and probably 
would not relish the experience. As it. is, he has 
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his stock, in the form of samples, brought to him. 

While it is well to concentrate on few lines, it 
is equally well to be sure this concentration is 
placed on the right lines. The new salesman may 
have something better. It is only by a comparison 
of the samples of several houses that a dealer can 
tell when he is getting the shoes best suited to his 
market; he benefits by competition. It would be 
interesting to know how many favorable oppor- 
tunities have been lost to merchants because they 
listened to only one or two representatives and no 

_ more because they were “already satisfied.” 

That a hostile attitude toward salesmen in gen- 
eral is unfair is easily brought out by comparison. 
Suppose that consumers of shoes should suddenly 
decide they didn’t want to be “sold” and that they 
would fight any attempt on the part of merchants 
to get their patronage. They would buy from cata- 
logues or from' some merchant who never really 
tried to sell them. The tables turned on the re- 
tail merchant wouid teach him a lesson. 

The merchant likes to feel, or should feel, that 
on every sale to a customer, profit accrues to both 
sides. The salesman feels the same way when he 
tries to sell the retail merchant. Customers like 
to “shop around” to see that they are getting good 

values. So the merchant should shop around 
among all the salesmen possible to see that he gets 
the best value. 

This indictment applies to but the minority of 
merchants today but for this minority it is a real 
one. The sooner they learn the false reasoning 
(if it is reasoning at all) in their 
present buying tactics, the sooner 
they will become more successful 
merchants. 















Surprise Shoes 


S a stimulant to the sales 
force, as a stimulant to the 
window display and as a stimu- 
lant to customer interest—try the 
surprise method of merchandis- 
ing. It has been tested out and 
found to be a remarkable exhila- — 
ration to new business. Here is 
how it is done. 

You make an agreement with a 
manufacturer in whom you have 
style confidence. Every thirty 
days he ships to you a run of 
shoes in 12, 24 or 36 pair lots, 
diversified in leathers and mate- 
rials. You have not see™., the 
samples in advance, you %vn’t 
know what is. coming to you, but 
you live in high hopes of “getting 
a thrill.” 
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When the expressman brings the cases, every 
clerk in the store is out in the receiving room to 
see whether the factory picked “a live one” or “a 
lemon.” Every man is on his toes looking over 
the shoulders of his fellow worker to get a first 
look. No matter what the first impression is the 
salesman communicates his enthusiasm to the cus- 
tomer, and he sometimes tells the story of how the 
shoes are “hot off the style griddle.” “They are so 
new,” etc., etc. 

It is a good merchandising stunt, use it, but don’t 
abuse it. 





If your building burned tonight, have you a rec- 
ord in a safety deposit vault which shows the 
amount you had invested in labor and stock, and an 
itemized list of your equipment and store furni- 
ture? 





A greater degree of efficiency in selling must be 
developed to make merchandising profitable. 
Quantity distribution alone will not solve the prob- 
lem. A “profit-per-pair” together with quantity, 
will do the trick, and we best sum it up in our old, 
se phrase, “getting more shoes sold 
right.” 





Before deciding to locate a retail store in any 
community, a study of the local market should be 
made with relation to the question of the economic 
need of another such store. The situation with 
respect to competition, should be examined. How 
many and how large are the present stores? What 
is their financial strength? Do they carry a suffi- 
cient stock of merchandise and what service do 
they offer to their trade? 
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Building a Style Platform 


Joint Styles Committees See Prosperous Season 


Ahead Providing Style Plan Is Followed 


HE Semi-Annual Style Con- 
ference of October 27, in which 
all of the trades in the industry 
cooperated, was an overwhelming 
success. Mere numbers in attendance 
paints the picture. Some 480 shoe 
men from all parts of the country in 
all trades—tanning, manufacturing 
and retailing; the shrewdest in each 
craft, met to outline a six months 
style program. 

The Style conference functions 
first in a preliminary conference 
by the merchants who in all 
day session outline what they 
thought would sell best for next 
Spring Season.: The basis of the 
work of this preliminary committee 
which represented geographically, 
all parts of the country—Irving B. 
Howe of New England to Harry Gib- 
son, San Francisco, and all communi- 
ties between. New York naturally 
had a larger representation and 
rightfully so because the stylists 
represented ranged from John Slater 
who presided, to John Holden who 





becomes the new Chairman of the 
Women’s Style Committee and who 
buys for the Oppenheim Collins Shoe 
Departments. The best talent in the 
trade put their brains to the pre- 
paration of a platform of style for 
the next season. 

Style Report—item for item—is a 
study of national demand as indi- 
cated by over 200 questionnaires sub- 


mitted by merchants through George - 


Spangler, Secretary of the N. S. 
R. A. The committees made a sincere 
effort to outline a program of shoe 
selling for these months that would 
be good for all types of stores in all 
parts of the country; naturally cov- 
ering such a wide territory that the 
recommendations were made general 
in character, necessitating some de- 
gree of interpretation by each mer- 
chant for the locality in which he 
does business. 

The RECORDER artist has tried to 
give you a pen picture of the ela- 
borate setting of the Joint Styles 


‘Conference staged in the Roof Gar- 


den of the Hotel Astor, in a room 
full of color. Models paraded the 
runway to music and lights. Authori- 
ties in color—dress for men, and 
fashions for women—voiced their 
opinions in forecast of consumer de- 
mand for the six months period fol- 
lowing the opening of the New Year. 

The Joint Styles Committee con- 
sisting of manufacturers, tanners 
and merchants opened their session 
under the leadership of Herman 
Meyer, General Chairman of the 
Manufacturers Style Committee, and 
John Slater, Chairman pro tem of 
the National Shoe Retailers Style 
Committee. Mr. Slater served in 
the absence of Harry C. McLaugh- 
lin. Mr. Slater after paying com- 
pliments to the leadership of Gen- 
eral Chairman McLaughlin _indi- 
catéu “hat the Joint Styles Com- 
mittes,. would abide by the program 
as (uflined in the conference and 
that adherence to it would simplify 
retailing practice for the six months, 
January to June. John C. McKeon 
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address—his 
speech is “high-lighted” herewith :— 
“Why do we credit Paris with 


made the opening 


being the home of fashion? Be- 
cause the Prince of Wales or the 
King of Spain makes it their play- 
ground? There is a quarter in Paris 
called the Artists Quarter—the 
artists hobnob with prominent people 
and are great on criticism. It is a 
common thing for French women to 
invite criticism from their friends. 
In time these criticisms reach the 
coutourieres, etc., which tends to 
make Paris the home of fashion. 
“High heels—there will be many 
of them this year 2%, 2% and 2%. 
There is an incongruity somewhere. 
High heels are adapted for the 
French woman who is long of body 
but short of leg. The tendency in 
America is just the opposite. The 
high heel is not suited for the Ameri- 
can woman—but it is a French idea 
and will probably be worn by the 
women who can wear them here. 
The French never kill a style pre- 
maturely. Style develops slowly and 
cooperation with the manufacturers 
and retailers prevents the style from 
being killed prematurely. French 
women about a year ago started in 
on plainter types of shoes. For 
evening shoes there is a demand for 
brocades, silvers, etc.; these are go- 
ing strong with French women. 
Morning shoes. The French have 
endeavored to get across the idea 
of three types of shoes being all 
that is necessary—formal, street; 





evening. This is bad for business. 
They are now showing satin quar- 
ters with patent leather fronts for 
the street. The French are follow- 
ing us on this point—and American 
style is supreme. - 

“Tt has been said that the average 
French woman endeavors to dress 
as nudely as possible without being 
nude. Black and tan—which has 
been much discussed—women are 
now so accustomed to finding that 
their feet and legs are clean with 
the light stockings, this was not 
the case with black—the dye wore 
off. Nude and pale shades in stock- 
ings are going to be popular for 
some time to come. 

“It is useless for people to come 
back from Paris and quote the 
styles—for there are no smart 
women in Paris during the summer 
months. Without a doubt the best 
dressed woman in the world today 
is the American woman. They can 
not beat the American woman any- 
where. Paris either precedes or fol- 
lows. 

“Resorts have a decided effect on 
fashions which travel from one place 
to the other. One note that should 
be considered and that is the pre- 
valence of the combination of white 
and tan for men and women. It 
is thought very well of over there 
and it will be followed at Palm 
Beach here, and will be one of our 
big numbers for the coming Spring. 

“Caramel shades of color are talked 
about—with a continuance of many 


colors which have been in use for 
the past season. Dark blond, me- 
dium—Bois de Rose. This latter 
lends itself to many combinations 
and fits in most admirably.” 

Mrs. Margaret Hayden Rorke in 
high-light said:— 

“IT am going to talk to you along 
the line of a little travelogue into 
the realm of color, pointing out 
along the way the various points of 
beauty. 

“We come first to white and 
cream. Cream-white is the smartest 
shade in the whites for the ensemble 
for Spring—it might be called the 
alpha of color and black its omega. 
It will be very good for sport colors 
—yet an avalanche of pastel shades 
will rob white of its old time smart- 
ness. This is just where that shade 
of cream-white steps in. Pastel 
shades are subdued effects of the 
spectrum—pale pinks, pale blues, 
yellows, greens, etc. These will 
form a background for fashion un- 
precedented in its subtlety and 
charm. There will come a new in- 
terpretation of sportwear—more 
pastel shades. 

“Bois de Rose—rose in all its 
shades from the palest to that rich 
rose tone of wood—warm rose tones. 
I cannot stress this color too 
strongly. It is the one color note 
that stands out as a new color. 

“Beige, champagne, natural kasha 
shades—middle browns. Think in 
terms of rose—nothing austere, 
nothing cold. 

[CONTINUED ON PAGE 96] 
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Girl in gray street costume, gray Evening frock 


suéde shoes and medium gray 
Gotham hose 


green satin, silver brocade slip- 
pers and Flesh hose 
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Sport costume, natural color— 


of Chartreuse 
Tan calfskin, Gravel shade hose 


Joint Style Platform 


For Retail Selling from January to June 


WOMEN’S STYLES 
Types for General Use - 


Fashion Welts and General Wear 
Patterns—Straps—Two straps, one strap, three and 

four straps in order named. 
Gore effects—either high or low. 
Three-oxfords. 
Lasts—Present types, medium”to round toe. 
Heels—8/8, 14/8. : 
Materials—1—Patent leather. 

2—Tan calf or kid. 


. 3—Black kid or calf. 
4—Suede and unfinished leathers. 
* 


For Sports Wear 
Patterns—1—Oxfofds. 

2—Broad one strap. 
Lasts—Present types. 


Heels—8/8 to 14/8. 
Materials—Tan leathers and tan leather combinations. 
White leathers and materials.and_ white 


combinations. 


Turn Types for Dressy and Informal Wear 
Patterns—1—Strap effects (one strap predominating). 
2—-Pump effects and operas (shoe built on 
pump: lines with slight goring or carry- 
ing small tongue). 


3—Higher cut gore effects. 
4—Sandals (in medium and higher heel). 
5—Oxford effects and oxfords. 

Lasts—Present ‘types. 

Medium to medium round toes. 
Some slightly narrower toes in high grade foot- 
wear. 

Heels—14/8 and 12/8 predominating. 

15/8 to 18/8. 
11/8 and below. 
Materials—-Blacks (patent leather, black satin, plain 
leathers, suedes). 
Tans (tan leathers, suedes). 
White (white leathers and materials— 
plain and in combinations). 
Colored leathers (see textile color card). 
Evening Slippers (For Evening Wear) 
Patterns—1—Opera pumps. 
2—Straps. 

Lasts—Present. types—medium to medium round toes 
—some narrower toes and better grade foot- 
wear. 

Heels—16/8 ‘and up. > 

Materials—Silver and gold metallic cloths and brocade 


effects. 
Gold and silver kid. 
Metal brocaded satin, suitable for dyeing. 
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MEN’S SHOES 


Shoes for General Wear 

Types—In January and February: 
30 per cent boots. 

70 per cent oxfords. 

From March 1 to July, practically all oxfords. 
Lasts—Under $10.00, balloons, brogues, wide French 

and medium. 

Over $10.00, brogues and teridency toward nar- 

rower toes, including customs. 

Colors—Light and lighter tan, medium tan and black 
calf. (In higher grades medium tan pre- 
dominates.) 

Golden and medium brown and black kid. 
Leathers—Light and medium weight calf and kid. 
Heels—7/8 and 8/8 with some tendency toward higher 

heels in better grades, the custom type, rubber 

heels still strong—leather heels gaining in 
favor. 

Shoes for Informal-Evening Wear 

Types—Light weight oxfords (plain and tips). 

Lasts—Medium and brogue types. 

Leathers—Light weight black leathers. 

Heels—Shapely leather heels. 

Shoes for Formal-Dress Wear 

Types—Light weight, oxfords and turns (plain toes). 

Lasts—Medium and brogue. 

Leathers—Patent and light weight calf. 

Heels—Shapely close trimmed heels of leather. 

Shoes for General Sport Wear 

Types—Oxfords. 

Lasts—Brogues and medium. 

Soles—Leather and all types of rubber. 

Colors—Combinations. 

Leathers—Calf, smoked, buck and grain. 

Heels—Spring and low. 

Men’s Shoe Styles for 1926, January to July 

In taking up the question of men’s shoe styles for 
1926, it seems as if the one big outstanding feature 
is and will be extreme light weight 
shoes, which will cause men to 
change from heavy weights to the 
feather weights with the beginning 
of spring, the same as they do with 
their head gear, changing from felt 
to straw. 

It is up to all shoe retailers to 
spend the months of January and 
February in cleaning house, except 
where they find it necessary to fill 
in sizes on their big selling styles. 

Last year retailers featured light 
weights and same took quite a hold, 
but we feel that if all retailers get 
behind this light weight idea they 
are bound to get the public to 
realize the extra comfort and 
pleasure of easy walking, which is 
afforded one by the wearing of 
these feather weight shoes in warm 
weather. 

This idea will give shoe men two 
distinct seasons for the selling of 
men’s shoes, namely, heavy weights 
for winter and feather weights for 
summer with quite an increase in 
parage. 

There is every indication that 
light weights or summer weight 
shoes are necessary as a type of 


Miss Manhattan 
frock—black satin pumps and 
‘Gotham hose—grain shade 
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shoe to differentiate the seasons of the year. These 
shoes should and we believe must fit into the scheme 
of men’s dress as much as straw hats, Palm Beach, 
mohair and tropical suitings and sheer hosiery. They 
complete the ensemble. 
JUVENILE STYLES 

Patterns for Growing’ Girls—Oxfords, straps and 
gore effects. 

Patterns for Misses and Children—Oxfords, straps, 
few sizing of boots. 

Leathers for Growing Girls—Tans, blacks, smooth, 
grain and Elks. 

Leathers for Misses and Children—Elks, boarded and 
smooth leathers. 
Play Shoes 

Patterns—Moccasins, shield tip effects and barefoot 
sandals. . 

Leathers—Elks and grains. 
For Dress Occasions ’ 

Patterns—Smart straps, gore effects, dress sandals 


with newer cut-outs. 


Leathers—Tans, blacks, white and a few colors in 
the tan shades. - 

Growing Girls—Smart straps, gore effects and pumps. 

Boys and Youths—Want shoes like their daddies, 
sturdy collegiate looking, featuring the broader toe in 
smooth and grain leathers. 


Children’s Footwear Notes 
Kiddies today are growing up with beautiful things 
in mind, regardless of cost, wanting what they want 
at the proper time. They seem to have so much style 
sense and grasp the newer things more quickly than 
adults. Children’s business today has developed into 
a style factor and lots of stress put upon in the ‘plan- 
ning of children’s shoes. The next important items are 
leathers. Elk skin is the most serviceable leather from 
the standpoint of real service and comfort combined 
with flexible soles so that every muscle of the foot is 
brought into action with every step giving strength 
and development which is so im- 
portant for the growing foot. 


Growing Girls’ Shoes 


Growing girls’ shoes should be 
given careful consideration. While 
of course this department follows 
the women’s styles very closely and 
the great danger is that many 
women’s lines are being sold for 
growing girls, which should be the 
reverse, and should follow the 
misses’ rather than following the 
women’s too closely. The average 
growing girl has a very narrow 
heel and should be bought over 
growing girls’ lasts. 


Boys’ Shoes 


Boys today follow the men’s 
styles very closely and it is sur- 
prising to note that the average 
boy today wants manly looking 
shoes made over the so-called 
balloon types of lasts or just as 
soon as a new style appears in 

/ men’s which should immediately be 
_— . , translated into the boys’ sizes. This, 
in afternoon of course, holds true of the little 
gents’ sizes, which are the smaller 
end of the boys’ run. rf 
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CHART OF COLOR HARMONIES FOR SPRING AND 
SUMMER, 1926 


By MARGARET HAYDEN RORKE 


October $1, 1925 








MILLINERY rr; # GARMENT 
Covering light, middle and dark values 


SHOE COLORS 
For blending and contrast 


Ai 


For bl 





HOSIERY COLORS* 


contrast and matching** 








WHITR 
and 
CREAM 





ALL PASTEL SHADES 
Pale Rose, Blue, Yellow, 
Lavender and Green 


and 
COLORS 


RT 
Yellow, Red and Green 


WHITE 
P. 
SAU’ 
White and Parchment 


ngs me 
and Gold. trimmings for evening wear. 


White 
Flesh 


aaa, Atmosphere 


Champagne 
Sunset or Peach 





PARCHMENT 
OPAL GRBY 
SAUTERND 


White 

Flesh 
Champagne 
Sunset or Peach 


Atmosphere or Nude 
Moonlight 

Pale uve 

Pearl Grey 











BOIS DE ROSE SHADES 


BOIS de ROSD 
SAUTERNE 


MA 





BEIGDR, CHAMPAGNBD, 
BUFF, NATURAL Beene SHADES, 


GOLDEN B , 
CARAMEL and WOOD BROWNS 


SAUTERNE 
BOISE de ROSE 
MAUVETTE 


ASCOT TAN 
RUGBY TAN 





BLUES 
Light and middle values, 
grey or violet in cast. 
Also Turquoise. 


OPAL GREY 
BOISE de ROSE 





French a or Blush 
Champag 

guabece “(Bois de Rose Shade) 
Nude or Atmosphere 


Grain 
Sandalwood 


iscuit 
Mauve Taupe 





Atmosphere or Nude 
Sunset or Peach 


Champagne 

Grain or Almond 
Blush or French Nude 

Toast or Bran 


Sunburn (Bois de Rose Shade) 
Biscuit 

Harvest or Aztec 

Windsor Tan 

Mauve Taupe 





Atmosphere or Nude 


;| Cham: 


pagne 
Grain_or Almond 
Sandalwood 
Biscuit 


Toast 

Sunset or Peach 
Blush or Sunburn 
Moonlight 

earl 








SAUTERNE 
ASCOT TAN 
BOISE de ROSD 
OPAL GREY 


and 


BLACK 


MAUVETTE 
RUGBY TAN 


Nade or * 

Sunset or Peac! 

Champagne 

Toast 

French Nude or Blush 

Sunburn (Bois de Rose Shade) 
Biscuit 


Aztec or Harvest 
Windsor Tan 
Moonlight 

ear’ 

Rose Grey 
Mauve Taupe 





GREYS 
t and middle values, rose, 
lavender or beige in cast. 


Li 


PARCHMENT 
OPAL GREY 
MAUVETTE 


and 


Flesh 
Atmosphere 
Moonlight 


Pearl 
Rose Grey 
Mauve Taupe 








GREENS 
Chartreuse, Absinthe, Almond 
and Myrtle shades. 


PARCHMENT 
yet 9 Ee 


and 


ASCOT 
way de Ros 
RUGBY TAN 


Atmosphere or Nude 
Grain or Almond 
Sandalwood 

Toast or Bran 
Biscuit 

Sunset or Peach 


French Nude or Blush 
Sunburn (Bois de Rose Shade) 
Mauve Taupe 

Rose Grey 

Aztec or Harvest 

Windsor Tan 








ROSE 
amir va RASPBERRY 
an 
WIND REDS 





LILAC and AMETHYST 
MAUVD and PLUM 
greyed in tone. 





and 


Flesh Pink 
Atmosphere or Nude 
Champagne 
Moonlight 

Pearl 


Mauve Taupe 
Rose Grey 
Sunset or Peach 
Grain 





and 


BLACK] BLACK] BLACK /BLACK 


Flesh 
Atmosphere 
Nude 


Moonlight 
Rose Grey 
Pearl 





PLAIN BLACK 

Black with colored trimmings for day- 
time wear. With 

trimmings for evening wear. 


Gold and Silver 


Atmosphere or Nude 

French Nude or Blush 

Sunset or Peach 

Biscuit 

Sunburn (Bois de Rose Shade) 
Grain or Almond 


Champagne 
Moonlight 
Piping Rock 
Rose Grey 
Mauve Taupe 





FOR BVENING WEAR 
ASTEL SHADBES 
With all tones of Pink and Rose, 
Turquoise, Chartreuse and 
Absinthe greens stressed. 


SILVER, GOLD AND 
SILVER. 


metallic 
Blonde Satin. 





leather trimmings. Also 


Flesh 

Pink 

Pale Mauve 
Peach 








*Standard colors are used Bod illustrations in order to show the type or character of the color and shade required. 


KEY YO HOSIERY COLORS 


Indicating their proper application to each Shoe Color on the Chart 


**For matching, use 








SHOE COLORS 


HOSIERY COLORS 





WHITER 
WHITD F 


H 
(and PASTEL SHADES) 





PARCHMENT 
PALD 


FLESH 

ATMOSPHERE* 
MAUVE 

(and PASTEL SHADBS) 


SAUTERNE 


CHAMPAGNE 
NUDB 


RAN 
anki DR FRENCH NUDD 








MOONLIGHT 
PEARL 
ATMOSPHERE 
PALE MAUVD 


ATMOSPHERE OR NUDE .- 
FRENCH NUDP OR BLUSH 
SUNBURN 


ROSE GREY 
MAUVE TAUPE 








ASCOT TAN 





rs Pe OR 

CH AMPAGN: 
FRENCH NUDE 

SUNSET OR PEACH 
Hy tad 


NDALWOOD 
GRAIN OR_ALMOND 
BISCUIT .OR B 


NUDE 


BOIS de ROSE 


NUDB OR ATMOSPHERE 

FRENCH NUDE OR BLUSH 
CHAMPAGNE 

PEACH OR SUNSET 

SUNBURN (BOIS de ROSE SHADE) 
SANDALWOOD 

GRAIN 





R BLUSH 


RUGBY TAN 











EIGD 





BLACK 


> 


(SEB COLOR CHART) 





*Can be worn with all Shoe Shades 


When writing to advertisers please mention Boot AND SHOE RECORDER 
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Never Use the Term “Guarantee” 


TRONG industrial protest was made against the use of the term 
“guarantee” in the shoe business at the Joint Styles Conference of 
manufacturers, tanners, travelers and shoe merchants in New. York 

this week. 

Though other industries may misuse the term as an advertising stimu- 
lant to. sales, it has been the shoe trade practice for merchants, manufac- 
turers and tanners to stand back of their product and to satisfy all 
reasonable complaints. The basic idea back of this resolution is that it is 
exceedingly dangerous trade practice to guarantee anything entering into 
the manufacture of shoes. In every shoe trade transaction there is im- 
plied “Satisfaction Given” without the use of the term “guarantee.” 





























Merchants’ Resolution Against “Guarantee” 
§ 


The Style Committee of the National 
Shoe Retailers’ Association, after careful 
and deliberate consideration at its meeting 
Tuesday of the question of manufacturers 
of material guaranteeing their products to 
the trade, and of advertising and guaran- 
teeing their merchandise to the consumer, 
unanimously voted to present at this meet- 
ing its opinion that the policy of guaran- 
teeing any material is against the best 
interests of the consumer, the - manufac- 
turer and the retailer. The question of 
guaranteeing has been a bugbear for mer- 
chants and manufacturers for years. 
Through education, and the employment of 
careful discrimination in the selection of 
the best materials required to produce the 
finest quality -shoes,-the -American people 
are today the best shod people in the world. 
This result has been accomplished without 
guaranteeing any material. 

We protest against any effort now to 
gratuitously impose upon the industry a 
guarantee in face of what we believe is 
the almost unanimous opposition of manu- 
facturers and retailers. We protest against 
having imposed upon the shoe retailers of 
the country the initiation and confusion 
that we are certain will arise between re- 
tailers and consumers in the unreasonable 
adjustments that the latter will demand. 


Here is the resolution—which the RECORDER heartily indorses. 


In self-defense, every manufacturer and 
retailer should discourage guaranteeing 
footwear. To-accept guaranteed materials 
will be to open the door to endless trouble 
and dissatisfaction all along the line and 
lead to breaking down a policy against 
guaranteeing that has been so painstak- 
ingly built up by many years of cooperation 
and education. 

We, therefore, recommend that this 
meeting of the Joint Styles Committee re- 
affirm the policy of “No Guarantee.” We 
also recommend that affirmation of the 
policy of “No Guarantee” on satin or other 
materials be included in the report of this 
committee and as such issued to all 
branches of the industry. 

Furthermore, we ask that a small but 
representative committee of retailers and 
manufacturers be appointed to confer with 
the manufacturer of a line of guaranteed 
materials for the purpose of acquainting 
his with the action of this body, and to re- 
quest him to readjust his selling and ad- 
vertising so that they shall not be in conflict 
with the accepted policy of the industry in 
not approving or favoring the guaranteeing 
of materials. 

Respectfully submitted. 


JOHN SLATER, Chairman. 














IN SEPARATE SESSION—RESOLUTION UNANIMOUSLY ADOPTED BY BOARD OF DIRECTORS, 
NATIONAL BooT AND SHOE MANUFACTURERS’ ASSOCIATION 

If retailers wish to purchase shoes made of any material which is guaranteed by the manu- 

facturer of the material, the retailer shall look to that material manufacturer for adjust- 

ments. 
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» Face to Face 


OR generations, the fitting 
F stool has been used as the shoe 


store’s selling level. Salesmen 

in stores other than those merchan- 
dising shoes have stood erect and 
looked their customers in the eye. 
But the shoe salesman, through the 
ages from his lowly position on the 
floor has been obliged to look up 
to the customer. The.customer, from 
a physically superior position, has 
had the shoe salesman at a decided 
disadvantage. In the literal sense 
of the term, the shoe salesman has 
been looked down upon. It is time 
that customer-salesman buying and 
selling contact were brought nearer 
together, on the same. eye-to-eye 

ne. 

‘In about this wise thought Charles 
enry Brown, inventor of the “Arch 
Preserver” shoe. And having estab- 


with the 


Customer 


William J. Walsh illustrat- 
ing the new method of 


salesmanship. 


lished his shoe, he decided to go a 
step farther and put his ideas into 
practice in a “something different” 
type of shoe store that sells more 
pairs right. 

There is a raised platform, about 
eighteen inches high, occupying the 
entire center of the 95 x 31-foot 
store. On top of the platform are ar- 
ranged 52 chairs, in groups of two— 
26 on the right, or men’s side of the 
platform; and 26 on the left, or 
women’s side. The platform is 
carpeted in a soft gray and black. 
There are two broad steps giving 
easy ascent thereto. In front of each 
chair is a T-bar, blue velvet covered. 
The salesmen stand on the floor while 
fitting in the space between the plat- 
form and the shelving. 

If the uninitiated customer at- 
tempts to “invade the salesmen’s 


domain” one may hear a request 
somewhat like this—“Please walk 
right down the aisle.” 

Indeed it seemed the most natural 
procedure in the world to walk up 
the two steps to the broad fitting 
platform: The platform was surely 
the center of the store’s activities. 
The RECORDER representative tried it 
and can attest to the desirability of 
shoe fitting “from the heights.” She 
observed that while the customer 
was elevated to the extent of a foot 
and a half, the shoe salesman was 
also elevated, and stood upright, “at 
attention.” 

Moreover, the customer’s foot 
rested in a most comfortable and 
relaxed position on the T-bar, which 
by sliding further up or down from 
its socket gave just the right altitude 
for length of limb. The customer, 
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instead of “dictating’-shoe fitting, 
found ‘that the salesman always 
“kept the upper hand,” that he talked 
“man fashion” about style and ma- 
terials; that he knew the technique 
of his craft and conversed on it in 
a convincing and pleasing manner, 
that he radiated personality, stand- 
ing erect, with the foot of the cus- 
tomer on a level with the salesman’s 
hands, rather than sitting at the cus- 
tomer’s feet. 

Customers are fitted in pairs, with 
about 20 inches between each group 
of two chairs. This is a big ad- 
vantage on a busy day and particu- 
karly if two customer-friends come 
in together. Thus they sit by them- 


selves, a. party of two, in an exclu- 
sive section. The salesman adjusts 
the bars to the proper height for the 
customers’ feet and does not allow 
either customer to leave the chairs 
until he has the proper shoes, right 
as to the customers’ tastes, and right 
as to fitting. His method of operat- 
ing with the first one whom he de- 
cides to fit is, as follows: 

Taking the foot in his hand, as it 
rests on the T-bar, he finds the hinge 
joint of the foot and marks it very 
lightly on the stocking with chalk. 
From that particular point to the 
back of the heel gives the salesman 
the clue to the exact measurement 
of the arch of that foot. 

The measurements of the waist 
and instep are also noted carefully. 
The customer is then asked to put 
her foot back on the foot rest and 
the experienced salesman, well 
accustomed to “heel-to-ball” measur- 
ing, picks the correct size. 
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“Step tothe mirror and see how 
you like it” says the salesman, and 
the customer walks over to one of the 
several mirrored oak columns that 
separate the men’s from the women’s 
department. And while “No. 1” of 
the customer group surveys the foot, 
the salesman commences the fitting 
process on “No, 2.” 

And thus the shoe fitting affairs 
of the new Walsh Arch Preserver 
Shop at 30 Chauncy Street, Boston, 
proceed. William J. Walsh states 
that he finds that his salesmen are 
not so tired at the end of the day; 
that they command more respect 
from the customer; that they can put 
more enthusiasm into his shoe fitting 


service; that they can look the cus- 
tomer in the eye and send her out 
smiling with the kind of a shoe she 
should have, although she may have 
had a firm determination when she 
came in to buy to “please her eye, 
only.” 

“And that,” says Mr. Walsh, “is 
my definition of a clever salesman— 
a man who gives to the customer not 
just the shoe she.came in to buy, 
but who gives her the shoe that cor- 
rectly fits her foot and then sends 
her away smiling.” 


Clerks to Study Feet 


BostoN—The Boston Retail Shoe 
Salesmen’s Association will have as 
its November speaker, Robert Sout- 
ter, M. D., the celebrated foot sur- 
geon and orthopedic specialist. Dr. 
Soutter will talk on “The Care of 
the Feet Through Wearing the 
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Right Shoes for These Feet.” He 
will show slides illustrating the 
different types of feet and the shoe 
best adapted for them. 

The salesmen have invited to this 
meeting the Boston retail shoe mer- 
chants and the saleswomen of their 
stores. It is President Greenwood’s 
idea to give Dr. Soutter’s talk as 
large an audience as possible, in 
order that all connected with shoe 
merchandising in this city may have 
a wider. knowledge of the anatomy 
of the foot and its correct function- 
ing in the proper footwear. From 
responses already received, the at- 
tendance at the Nov. 7 meeting 
promises to be “the best ever.” The 














“get-together” will take place at 
Dupont’s, West Street, and will be 
preceded by dinner at 6 p. m. 


Frank A. Boyer Is Dead 


PHILADELPHIA—Frank A. Boyer, 
for a number of years a prominent 
shoe blacking manufacturer in 
Philadelphia, died a short time ago 
following a brief illness. He is sur- 
vived by his widow, one son and one 
daughter. 
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The Turn Shoe—How It Is Made 


Remarkable History of a Process Which Has Come 
Down to Us from Early Roman Civilization 
and Which Once Was Used in Making 


Footwear for Male “Dandies” 


ECENT government figures 
Ree that about one-sixth of 

the footwear produced in the 
United States—which includes chil- 
dren’s shoes—are made by the turn 
process. Aside from the relatively 
small number of house slippers and 
dancing pumps made for men, the 
production of turn shoe factories is 
fashioned for the women’s and chil- 
dren’s trade. 

Just when the making of turn 
shoes began is not known, but it is 
certain that it is a very old process. 
As the name implies, they are made 
wrong side out and then turned. It 
probably started with the making-of 
a bag-like foot covering siniilar to 
the moccasin, but in which the out- 
line. of the foot had been followed 
and cut from heavier leather and 
sewed to the lighter material in- 
tended for the upper part of the 
shoe. It is certain that they were 
made before the fifth century. 

In the large collection of ancient 
footwear belonging to the United 
Shoe Machinery Corporation there 
are some shoes which were taken 
from the ruins of a Roman city, 
Antinoe, which was built by the 
Emperor Hadrian and destroyed 
about the fifth century. Several of 
these shoes show definitely that the 
art of making turn shoes was well 
understood at that time, the seam 
being visible and not unlike the work 
of today. This type of shoe was 
conceived to be one of the highest 
branches of the shoemaking art 
during the period when the Euro- 
pean Guilds controlled production, 
and many of the examples still in 
existence show the beautiful work 
of that period. Some of these shoes 
have extremely high heels made of 
wood and covered in the same fa- 
miliar manner of heels today. 

While this art was very largely 
employed in the making of women’s 
shoes, there was a period in the lat- 
ter part of the eighteenth century 
and the early part of the nineteenth 
century in which the dandies in the 
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large cities. affected the turn boot 
made in.the popular “Half-Welling- 
‘ton” of the period. These . shoes 
were made from the very fine 
French calf popular at that time. 

In this day and generation, the 
turn shoe process has been devoted 
almost entirely to the production of 
the higher grade of women’s shoes. 
The fact that the turn shoe has but 
one sole makes it extremely flexible, 
although it limits it to a very nar- 
row, close-edged shoe. 

This process fitted admirably the 
requirements for dainty footwear 
which came in the period immedi- 
ately following the Great War, and 
the esteem for the turn shoe has 
risen accordingly. 


HE turn shoe has vied with the 

welt in requiring the best shoe- 
making skill. It was not until 1861 
that any successful attempt was 
made to produce this shoe by me- 
chanical means. In that year a me- 
chanic named Destouey, in New 
York City, produced a machine 
which successfully sewed the shoe 
upper to the sole. This afterwards 
became known as the Goodyear turn 
shoe machine and was afterwards to 
be adapted to the sewing of welts. 
As Charles Goodyear, son of the 
Goodyear of Goodyear India rubber 
fame, became manager of the com- 
pany which was organized to pro- 
duce these machines, it afterwards 
became known as the Goodyear turn 
shoe sewing machine. 


The sewing of the seam was con- 
sidered one of the most difficult parts 
of the process, but the greatest skill 
was required in turning the shoe. It 
is quite surprising to note the thick- 
ness of leather which can be suc- 
cessfully -turned by a skilful work- 
man when it is sufficiently moist or 
in proper temper. 


HILE most turn shoes are 
sewed on a machine, the turn- 

ing has been—until recent times—a 
hand process. Successful machines 
have now .been perfected for the 
turning of shoes, making production 
more easily and readily accomplished 
than in previous years. The great 
flexibility of this particular type of 
shoe is due to the fact that it has but 
one sole. The shoe upper is sewed 
directly to it. In making the turn 
shoe there is, as with other types, 
first the last, a wooden form which 
determines the size and shape of 
the shoe. The sole, which is a care- 
fully selected piece of sole leather 
of the required thickness and flexi- 
bility, is first rounded to the re- 
quired shape, although it is a trifle 
larger than the last. It is then very 
carefully channeled, .e., a portion of 
the edge is cut away on the flesh side 
of the sole and a little slit is cut at 
a varying distance from the edge, 
but sufficiently close to form a 
groove into which the stitch of the 
Goodyear turn shoe machine is 
drawn. The sole is then tacked to 
the bottom of the last in correct 
position, the flesh side out. The 
shoe is lasted—the upper leather in- 
side and the lining visible. The 
tacks used in lasting are driven but 
part way in so that they may be 
afterwards removed. The shoe is 
then sewed, the curved needle on the 
turn shoe machine entering the 
shoulder which has been cut along 
the edge of the sole and emerging 
in the groove which had been cut 
for it in the surface of the sole. 
The lasting tacks are removed. The 
surplus part of the shoe’ upper and 
[CONTINUED ON PAGE 96] 
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The hugger with the gore for 
grip is the next step in styling 
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In braided satin, beaded effects; 
and in silver braid, they hold the 
pumps on 


Pumps Get the Hugging Habit 


They Can’t Flip and Flop Any More 


F all the thousand and one 

lasts, that of the pump gives 

to the maker and merchant 
most cause for thought. For the 
pump last must be so carefully made 
that it will fit, in its various widths 
and sizes, every feminine foot. It 
matters not whether the flapper or 
her older sister needs a shoe that 
will give more support than that 
afforded by the pump last. When 
milady decides that she wants a 
pump, a pump she must have. 

And so retail shoe store proprie- 
tors and their salesmen early this 
season held conference with the shoe 
manufacturers of the country some- 
what in this fashion: 

What would you recommend as to 
the best fitting pumps? That line 
which you sold me last season 
slipped at the heel and the throat 
cut into the foot of the customer— 
not in all cases, but in a great many 
instances. Let’s get together on 
this subject of pumps, for all signs 
point to their popularity for fall and 
right through the winter months. 

The result of these get-togethers 
has been the laying of all cards on 
the table. It was found that manu- 
facturers of high grade pumps were 
most particular about the lasts which 
they bought; that pump lasts -were 
not simply “abridged editions” of a 
one strap, or a two strap pattern, 
but an entirely separate and distinct 
entity; that the measurements of a 
pump last were most definite; that 
they called for a snug fit at the heel 
and throat; and that there was a 
marked difference between a snug 
and a tight fit; that pumps must 
also fit snugly along the counter, and 
yet not cut the foot at these points. 


Moreover, it was found that there 
was a smoothness of contour all 
along the shank and right up into 
the heel seat on the pump last which 
was not so noticeable on many of 
the straps; that pumps were made 
in all widths and all possible com- 
binations of lasts; and that there 
was an immense amount of money 
involved in the manufacture thereof. 

After the manufacturers of well- 
made pumps had had their innings, 
the retail shoe merchants came to the 
bat and found in many cases that 
they had not been carrying enough 
sizes and widths in pumps; that 
they had hoped that the demand 
would not develop for pumps and 
that they had tried to make some of 
their old cut-down strap patterns 
answer the purpose, with unsatis- 
factory results. 

There was a great majority of 
merchants, however, who had learned 
by past experience that it is neces- 
sary to carry more widths and sizes 
on pump lasts than on straps. Some 
of these merchants were recently in- 
terviewed and have subscribed to the 
following general rules: 

The smallest run of widths in 
pumps which a shoe store should 
carry is from AA to C. 


O not attempt to economize on 
stocks by making-over straps 
into pumps. The strapped shoe cov- 
ered a multitude of “sins.” Consider 
the wide area of foot covered by the 
center strap and its accompanying 
one strap—or the single broad strap. 
But the strapped shoes could “get 
by” with a few defects in fitting 
points—the pump cannot. 
Cheaply made pumps are unsatis- 


factory. Buy as few of these as pos- 
sible. When you make up your mind 
to carry pumps, buy good ones. 

Well made pumps are kid or light- 
weight calf quarter lined, and have 
a similar lining at the throat. They 
are made on the most carefully pro- 
portioned lasts that are built. There- 
fore, they cost the maker money and 
are worth the price that the retail 
shoe merchant must pay. 

Pumps are made to carry all 
heights of heels from the 8/8 inch 
height demanded by the college girl 
trade to the 20/8 of the miss who 
wants a dainty creation for the 
dance. 

They are made of a variety of 
materials. 


HIS year, with the vogue of the 

higher lines, the well-made pump 
has grasped a little more of a throat 
hold, which is helpful to women with 
low arches. 

When the customer decides that 
she wants a pump, the salesman 
must observe carefully the three 
points: 

Snug heel measurements. 

Snug throat measurements. 

Snug shank measurements. 

The fact that it fits through the 
ball is not sufficient reason for its 
acceptance as a good fitter. 

Show the customer the pump that 
has been fitted. Tell her how well 
it is made, about its snug fitting and 
smooth fitting qualities. 

But the paramount rule is to fit 
pumps one width narrower and a 
half size longer than a strap. For 
instance, if the young woman takes 
a strap shoe in a 4% C, the correct 
size in a pump is usually 5 B. 
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St. Louis Plans Second Annual 


Style Pageant 


Will Be Held January 4 to 6 


this year be in the spotlight 
before thousands of visiting 
merchants when the St. Louis 
Shoe Manufacturers’ and Whole- 
salers’ Association stages its sec- 
ond annual Pageant of Footwear 
Fashions, Jan. 4, 5 and 6, 1926. 
Inaugurated last year, the 
Pageant was so widely acclaimed 
by shoe merchants that definite 
plans have been made for sur- 
passing the 1925 Footwear 
Pageant in the coming show. No 
expense has been spared in pre- 
paring for the coming production. 
A new stage, runway and light- 
ing effects have been created by 
one of the most noted stage con- 
struction artists in the world. 
That visiting merchants may 
attend both the Pageant and the 
convention of the Nat‘onal Shoe Re- 
tailers’ Association, which immedi- 
ately follows the closing of the St. 
Louis event, special trains will be 
run from St. Louis to Chicago. 
Footwear for the occasion will be 


‘Sa: That Sell” will again 


This official sticker for the second 
annual production of the St. Louis 
Pageant of Footwear Fashions will 
appear on all mail and publicity of 
the St. Louis shoe houses from now 
until the Pageant is over 


emphasized. Distinct modes for 
street, sport, afternoon and evening 
are to be shown in the Pageant, and 
great pains will be taken to select 
harmonizing garments, so that mer- 
chants will receive a liberal educa- 
tion in the new season’s styles. One 


new feature of the occasion will be 

the exhibition of men’s footwear 

styles. But the main attraction, of 
course, will be women’s shoes. Se- 
lection of pages and models for 
this year’s production has already 
begun. About thirty of the most 
attractive St. Louis girls will 
model in the various promenades. 
Several children have also been 
chosen to present styles for smal! 
tots—a field which is rapidly de- 
veloping. 

A jazz orchestra and a series 
of high-class entertainments be- 
tween promenades have been 
scheduled. 

Shoe merchants and buyers in 
every State in the Union will re- 
ceive invitations by mail and 
through the important business 

papers they take, bidding them to 
come to St. Louis in January for the 
most significant footwear event of 
the year. Reservations of out-of- 
town buyers are already pouring into 
the Statler Hotel, where the Foot- 
wear Pageant will be held. 


No Substitutions—Please 


RDERS placed with manufac- 
turers and jobbers are some- 
times filled incorrectly and unwisely. 
The firm of Eckhard Bros. of Alton, 
Ill., in placing an order by mail to 
be made up or out of stock, or, 
when given to the representative of 
any organization, stipulates the 
sizes in detail as well as the widths 
and notifies them at the same time 
that substitutions on sizes or widths 
or styles will be returned immedi- 
ately (unless authorized to substi- 
tute on sizes or widths). 
This notion should be on every 
order for the following reasons: 
No customer can be fitted unless 
the size is proper. Sizes ordered by 
merchants in good faith, who try to 


By J. J. Eckhard 
of Eckhard Bros., Alton, Til. 


run a store and keep their sizes as 
they should be, cannot do so if sub- 
stitutions are permitted. 

A good many merchants buying 
shoes in AA, A, B, C and D widths 
are only doubling on whatever size 
is substituted and will ‘find in going 
over the stock carefully that they 
have entirely too many odd sizes 
which do not fit in regularly with 
their sizing up plan. Just recently 
we received from a good house, in a 
boys’ good quality oxford, having 
ordered one of a size 2% to 6, the 
following sizes: One 2%, three 3, one 
814, two 4, one 4%, one 5, one 5% 
and two 6. The two 3 and one 4 
were returned, and it would only 
have been proper had we included 


the extra 6, but it being a size that is 
frequently sold to young men (not 
many boys’ shoes run to 6), we de- 
cided to keep it. 

Suppose we had kept this ill-filled 
order, which is only one instance 
out of many, and then another manu- 
facturer would have done the same 
thing, at the end of the season we 
would have a great many 3’s in place 
of the sizes we really need. 

No manufacturer has a just right 
to permit their stock men to fill or- 
ders,that way. It should not be tol- 
erated. It is true, however, that 
any manufacturer will give credit 
for orders filled in this way, but 
why force the retailer to all the 
extra detail work this involves? 
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Service of the Wholesaler 


individual manufacturer covering 
these small places would lose money 
in that each order for his particular 
line would be too small. 

One of his most important services 
is that of storage. In taking shoes 
off the manufacturer’s hands, he 
saves him a large storage expense. 
Another valuable service is that of 
extending credit to retailers. Im- 
agine the problem that would face a 
manufacturer in establishing proper 
credit relations with thousands of 
small stores all over the country. 
The jobber in his territory can 
handle this problem relatively easily. 

Now, what does the jobber or 
wholesaler do for you, Mr. Retailer? 
First, he allows you to buy a va- 
riety of makes and styles from one 
source. For you to get the same 
variety of stock direct from several 
manufacturers would be a great 


bother. Your stocks would probably 


be incomplete and unbalanced. 

Then think of the more involved 
stock records you would have to keep 
and the more elaborate bookkeeping 
that would be required. 

The jobber is more interested in 
you than the manufacturer might be. 
To the manufacturer, you are one in 
thousands; to the jobber, probably 
one in hundreds. 

From the jobber you can buy in 
small lots and often. The manufac- 
turer is primarily interested in sell- 
ing in big lots. Were you to buy 
from the latter, you would probably 
be unable to fill in your stock as 
quickly as you now do. You would, 
therefore, buy in larger quantities, 
necessitating greater storage space 
and greater capital. 

For the consumer, the jobber can 
be said to be necessary and impor- 
tant in that through him many of 
these small dealers are permitted to 
exist. He is the most efficient 
means of reaching these dealers in 
some instances and therefore the 
most cheap. The consumer is inter- 
ested in having his goods distributed 
as cheaply as possible. 

We have attempted to show that 
the jobber really does something and 
is therefore entitled to compensation. 
Many of you retailers who buy direct 
entirely, probably doubt the neces- 
sity of the jobber. But consider 
your small competitors in the same 
city or the merchants in small coun- 
try towns. It is for them primarily 
that the jobber is a necessity. 

In attempting to justify the exist- 
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ence of the jobber, we have pointed 
out that he performs definite ser- 
vices. He provides storage facilities, 
he maintains a sales force, he per- 
forms.a credit function. In stating 
that we can do without the jobber, 
the critic must point out what is 
going to be done about these services. 
If the jobber does perform them, he 
should be compensated. The average 
gross profit has been figured at about 
17 per cent of sales and the expenses 
at about 13 per cent. This is surely 
not exorbitant. 

There is no set rule that.a manu- 
facturer can follow in choosing his 
method of distribution. Each indi- 
vidual must analyze his own situa- 
tion and act accordingly. The popu- 
lar impression that the manufacturer 
can merely eliminate the jobber and 
make 17 per cent saving is foolish. 
With the jobber out, the manufac- 
turer must perform the storage func- 
tion, must have his own sales force, 
and must have larger credit facili- 
ties. These will cost him money just 
as they do the jobber. 

It is true that there has been an 
increase in direct selling in nearly 
all lines in recent years. This has 
been made possible because of the 
greater ease of buying direct 
through the fact that retailers are 
better informed as to sources of sup- 
ply and that retailers in many in- 
stances have increased buying power. 
Many manufacturers like to sell 
direct because they can have a better 
knowledge of their market, can push 
their own line more effectually and 
can carry out their policies as they 
please: without having first to win 
the cooperation of the jobbers. That 
jobber functions will change or be 
eliminated is perfectly possible. As 
more manufacturers are setting up 
“in-stock” departments, they are 
taking over the storage function to 
some extent. As more manufac- 
turers are establishing markets 
through advertising, they are elimin- 
ating the necessity of great sales 
effort on the part of jobbers’ sales- 
men. The latter become merely 
order takers. The more the manu- 
facturer performs, the greater the 
margin he must allow. If the jobber 
does less work, he must expect de- 
creased compensation. It will cost 
the manufacturer something to dis- 
tribute in any way he must choose. 
He must decide on that method that 
will bring the best return. 

To say that the jobber is an un- 


necessary middleman, then is folly. 
To say that he will always be as 
strong as at present is equally fool- 
ish. As long as he is of such value 
to both small manufacturers and 
small retailers, he will’ continue in 
business. When the time arrives 
that he is not performing a service 
he will get no compensation and will 
die a natural death. As long as he 
is of benefit, he should not be the 
target for the thrusts of ignorant 
critics. 


New England Wholesalers 
Meet 


BostoN—The 1925 fall luncheon- 
meeting of the New England Shoe 
Wholesalers’ Association was held 
recently at the Boston Chamber of 
Commerce Building. Every one of 
the speakers on the program ex- 
pressed the confident belief that 
New England is just now entering 
upon one of its most prosperous 
eras, in which the wholesale shoe 
trade will abundantly share. 

President George W. Bliss of 
Portland, who presided, struck the 
keynote of the meeting in an opti- 
mistic report covering the industrial 
and agricultural conditions and pros- 
pects in Maine. This State, he said, 
is coming along “fast,” its summer 
resort business is developing enor- 
mously, the troubles of the Aroos- 
took County potato growers have 
been largely adjusted, and an in- 
spiring example of teamwork is be- 
ing displayed by the residents of 
the State. 

Secretary Thomas F. Anderson 
gave a survey of national trade con- 
ditions, which, he said, have greatly 
improved during the past few 
months. 

The representatives of the big 
rubber footwear companies present 
all reported that New England sales 
of rubber footwear are considerably 
larger than at this time last year 
and that the increased demand for 
mechanical rubber goods is a par- 
ticularly significant barometer in 
New England at the moment. 

The meeting voted to indorse the 
New England Conference, to be held 
in Worcester, Nov. 12 and 13, under 
the auspices of the Governors of the 
New England States, and E. Walter 
Smith of Worcester and Byron 8. 
Watson of Providence were ap- 
pointed to attend as official dele- 
gates. 
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Feet—Do Your Duty 


[CONTINUED FROM PAGE 80] 


socket formed by nature. Fitting a 
shoe too short hampers the special 
function of the great toe. 


No. 18—The Toe Nail 


Study the nails on each toe, and 
especially the little or fifth toe. You 
will notice that the nails are sadly 
abridged and resemble the finger 
nail of an habitual finger nail biter. 
There are no extended and protect- 
ing nails, so beautiful and useful on 
hand or foot—the flesh grows up on 
either side—the ends look as though 
they were put in there quick, and 
the little toe has just the semblance 
of a nail. While the shoe fitter does 
not examine the bare foot, he should, 
out of pity and humanity, do his 
utmost to persuade the customer who 
may want a narrow toe to purchase 
a wide one with an abundance of 
length so that the four nails may 
have a chance to grow over the end 
of the toe, at least. 


No. 19—The Instep Cords 


If a person indulges in active exer- 
cises like skating with tight straps 
pressed firmly across the ankles, 
there may be noticed on the follow- 
ing day, perhaps, some tenderness 
over the front of the instep. If the 
fingers are placed over such an area 
there may be felt abnormal rubbing 
or creaking as the irritated tendon 
slides along. Creakings soon stop, 
because a little unusual fulness ap- 
pears which is due to accumulating 
fluid within the sheath. Fluid re- 
lieves the friction and complete sub- 
sidence of trouble takes place slowly 
if no new harmful outside pressures 
are experienced. 


No. 20—The Toe Joints 


These deformities are caused by 
abnormal shortness of tendons or. by 
contractures of fibrous tissues of 
tendon sheaths and other fibrous 
tissues about toes. Tendons and 
surrounding fibrous tissues both be- 


-come involved after a while so that 


it is usually impossible to state posi- 
tively whether tendons shorten sec- 
fibrous contractures 


are secondary to primary shortness 
of tendons. These may be present 
at birth, and frequently hammer toes 
develop with early years of child- 
hood, as most rapid growth takes 


~place. 


The Turn Shoe— 
How It Is Made 
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lining is trimmed smoothly off down 

-to the stitches. The tacks which 
were used to hold,the sole in place 
are drawn and the last is then with- 
drawn from the shoe and the work- 
man, by a very ingenious method, 
first reverses the heel portion and 
then the forepart. The shoe is then 
relasted on a second last which is a 
trifle smaller than the first and 
pushed into place. The linings are 
very carefully straightened out by 
means of an ingenious blade made 
for that purpose. The heel portion 
then receives attention. The wooden 
heel is put in place, the forepart 
trimmed, and all the various opera- 
tions needed in completing the shoe 
are carried out. 

The chief characteristic of the 
turn shoe is its single sole. In the 
present wave of style to which it so 
thoroughly lends itself, every effort 
has been made to imitate its appear- 
ance. As in the McKay sewed shoe, 
in many instances, there is a sock 
lining put inside the shoe, this thin 
piece of fabric or leather then being 
used to give a perfectly smooth sole. 
If there is such a lining, and the 
edge of it is lifted, it will be ob- 
served that there is the little groove 
in which the stitch has been drawn 
very close to the edge of the shoe. 
Unlike the McKay sewed shoe, which 
approximates the turn shoe now in 
appearance, this row of stitching is 
not well away from the edge, but is 
very close to it. It will further be 
observed that the edge of the upper 
and lining. is visible if the upper is 
drawn away from the stitch suffi- 
ciently to show it; this on the inside 
edge of the shoe. 


Building a Style Plat- 


form for Spring 
[CONTINUED FROM PAGE 87] 


“Blues important in certain tones. 
Navy will be much stronger than in 
seasons past. Violet tones of blue— 
“Blue Lavendre”’ what the French 
call it—Lavender Blue, tones like 
powdery blue, not harsh colors like 
periwinkle shades. Grey blues of 
the atmosphere, like the Gobelin type 
of blue. Turquoise important for 
evening and for sports attire. Tur- 
quoise is coming back again. Navy 
is much stronger than it has been. 

“Greys—I have much more hope 
for greys than I have had for a long 
time. As Mr. McKeon says—the 


climatic influences are the reason 
why the Parisians will not push grey 
—but it has been part of the French 
woman’s thought, more so than for 
the American. Greys will assume 
this rosy tone and so we will adopt 
grey from a different angle than be- 
fore. ; 

“Rose—strawberry, raspberry and 
the wine reds. Cannot stress too 
much these rose shades—pinks, rose 
for every wear. It is a very impor- 
tant phase of fashion. : 

“Lilac, amethyst, plum in the cold 
shades have past—but softer tones, 
greyer, dull mauve and plum shades. 
Purple is a thing of the past—it is 
so harsh—but amethyst and soft 
blue tones will be popular. 

“Black we have always with us. 
But it demands some color to go with 
it to be smart. All black is not 
fashionable without a touch of color 
—a little touch of silver—some color 
note to relieve the black. 

“John McMullin—authority on 
men’s fashions, stressed the neces- 
sity of every man having in his 
wardrobe not less then eighteen 
pairs of shoes for all occasions. 

“I would like to say fewer styles 
and more shoes. The 18 pairs 
should be accumulated over a given 
period of say three years. It is a 
mistaken idea that shoes go out of 
style. With the well dressed man 
they never go out. Good shoes do 
not change their style—the cut and 
look never change. 

“Every man in America should be 
made or cajoled into buying a brown 
and white shoe. They will be worn 
for sports wear—is a note to be 
worn with the flannels now being ex- 
ploited in England today. Woven 
leather sandals for men introduced 
last year are slowly but surely be- 
coming quite a feature for the com- 
ing season. Universally worn in 
Southern resorts—in Miami—one 
out of five men wearing them today. 

“Another note worthy of notice— 
no knickerbockers are being worn 
South—just flannel ‘slats’ with a 
light weight shoe, not heavy shoes. 
Men will never wear oddly cut shoes 
—nothing decorative or freakish. 
We should play up the Oxford as the 
type of shoe to be worn with a dark 
blue suit—a formal business suit.” 

Mr. Jesse Adler said: “In the 
Style Meeting yesterday retailers 
took up the question of styles for 
the coming spring. I would advocate 
heavy-weight shoes for the winter 
and the lighter shoes for the sum- 
mer and fall wear. Retailers should 
buy and sell light-weight shoes but 
should not guarantee their service. 
They should also feature the sanita- 

tion idea—a change of shoes is neces- 


[CONTINUED ON PAGE 142] 
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The Shoe Traveler Is Discussed 
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| SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 


by Shoe Merchant 


HE shoe travelers for Nunn- 
Bush have recently been read- 
ing in the sales organization 
“Bulletin” a prominent retail shoe 
merchant’s viewpoint of the many 
salesmen who call at his store. A 
few of the thoughts expressed in 
this viewpoint are given herewith. 

I have been running a retail store 
in this town now for over twenty- 
nine years. I am reputed to be 
pretty successful. My store has been 
pointed out and written up several 
times as an example of what a mer- 
chant can do in a town of only 5000. 
I have often been asked by well- 
known manufacturers to address 
their salesmen at conventions. They 
wanted me to tell their men my ideas 
about running a store. I was willing 
to do this because I thought I might 
learn something by “bumping up” 
against a lot of big executives and 
resourceful traveling salesmen. I 
did make a considerable number of 
talks of this nature. In fact, I be- 
gan to be called upon so frequently 
that finally I had to cut the work out 
entirely. I just couldn’t afford to 
neglect my own business. 

One of the members of your firm, 
whom I have known for many years, 
has been good enough to send me 
copies of the “Bulletin” from time 
to time. I have found these bulle- 
tins very interesting and quite help- 
ful, even though the messages are 
addressed to road salesmen and not 
to retail merchants. 

Of course, I have a perspective 
quite different from the manufac- 
turer’s. You and he sée the thing 
from the standpoint of the seller— 
of the salesman. 

I see it from the standpoint of 
the dealer. And as a dealer, I think 
I see a few mistakes that are made 
by traveling salesmen who call at 
my store. I am going to point out 
in a~kindly: manner some of ‘the 





things that prevent traveling sales- 
men from doing business with me. 

But first let me say that I am one 
merchant who will give any respect- 
able salesman a chance to tell his 
story. That is, I listen until I 
clearly discéver that he has nothing 
that I want. Then I smile, grasp 
him warmly by the hand and say, 
“Old man, you and I can’t do busi- 
ness today.” Then I give him a 
positive reason which, as a rule, 
ends the discussion. 

Several merchants have said to 
me, “Why waste your time listening 
to a lot of piffling conversation?” 
Let them call it that if they want 
to, but I want to tell you that 
the traveling salesman keeps me 
posted; he guides me; he helps me 
sense what the public. wants and 
will buy. 

Mistake No. 1 


I can quickly distinguish a sales- 
man from a customer as he comes in 
the front door. It isn’t necessary 





I... Manheim, sales representutive 
for the Lévie Shoe Co., Chicugo 





that the salesman carry any of the 
earmarks of a “drummer.” I just 
know him by his every move and ex- 
pression. If he walks directly up to 
me without hesitation and if he 
looks neat, clean and is decently 
dressed he has made a good first im- 
pression. 

I don’t mean by this that I think a 
traveling salesman should dress like 
a Beau Brummel. It’s hard to keep 
looking nice when you travel. I do 
say, however, that the salesman 
who needs a bath and a shave, whose 
hands are soiled, whose shoes are 
sadly in need of polish, whose trous- 
ers bag at the knees as if he had 
been sleeping in them, is not the man 
to get an order from me. 

I would not consciously discrimi- 
nate against that man if he had a 
line of goods that I wanted, but he 
would have set up a certain resist- 
ance in my mind at the start that 
would be fairly hard to overcome. 


Manheim Writes 
“Salesman Philosophy” 


I. Manheim, sales representative 
of the Levie Shoe Co., Chicago, is a 
good salesman. He sells_ shoes 
scientifically. He makes real friends 
by selling shoes. The thoughts un- 
derlying his many years of success 
on the road have been tersely writ- 
ten by him, as follows: 

“I have always contended that 
there was a closer relationship be- 
tween salesman and customer than 
that of merely buyer and seller. The 
salesman of today should sense his 
customers’ needs and reason the mat- 
ter out with these friend-customers. 
Travel is now a well recognized form 
of education. A shoe traveler of ex- 
perience, having covered many miles 
of territory and at all times observ- 
ing what ‘the other fellow’ does, is 





~ in a position to intelligently suggest 
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‘The 
VALLEY of FAIR PLAY 


in the beautiful upper valley of 
the Susquehanna, will be found 
a vast army of workers who have 
chosen shoemaking as their life- 
work. And Endicott-Johnson as 
their steady employers. They live 
here; the majority of these own 





Manuracturinoe labor—work- 
manship—represents a large part 
of every dollar you, the shoe mer- 
chant, put into stock. And work- 
ing conditions have much to do 
with getting maximum value 


from this labor portion of your 













rewards of the business. Which 





buying dollar. their homes. Their communities 
Endicott-Johnson shoes are breathe and reflect the policy of 

) made under working conditions “The Square Deal’”—the Endi- 
| that are ideal. Nowhere else is cott-Johnson plan which gives 
| there a shoe manufacturing plant every E-J Worker a share in the 


‘so uniquely operated as this one. 





















i In no other line of shoes does your gives him the incentive for taking 
llar es ] a direct, personal interest in ever 
; dolla purchas ? much carefu You are losing valuable sales-making co- 5 ve y 
workmanship as in Endicott- operation if you are not handling Endicott- pair of shoes he makes. 
: Johnson shoes—especially in boys’ and girls’ : : 2 
Johnson shoes for boys and girls | (oe eee siliarebinehily And which gives you the ad 
—and for men and women too. advertised in publications reaching practi- vantage of selling your customers 
| cally half the homes in the United State: S S 
‘ a ly s in n S. 
Here, occupying virtually the Send for the E-J catalog. shoes that are the soundest values 
whole of three good-sized towns the shoe industry has to offer. 














ENDICOTT-JOHNSON 


Better shoes for less money 





Endicott, N. Y. 
Jersey City, N. J. 3 St. Louis, Mo. 
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Norman N. Souther, who travels 
the Middle and Southwest for 
Bliss & Perry Co. 


and assist in putting across to the 
merchant-friend such new ideas as 
may prove profitable in that mer- 
chant-friend’s business. All of this 
tends to strengthen the bond of 
friendship between the traveler and 
the merchant, so that instead of 
looking forward to the trip as a 
handicap and a hardship, the sales- 
man is eagerly looking forward to 
again clasping hands with his friend- 
customer. If it does not mean an 


order this time, it will the next. 


time, or when the merchant needs 
the goods.” 

This is the shoe-selling “creed” 
of I. Manheim. He has ever pre- 
ferred to place his shoes, rather than 
himself, in the limelight. His rule, 
he says, “has always been to sell 
dependable merchandise, so that I 
never need be ashamed to return and 
face the many friends I have hap- 
pily made during my long service 
selling shoes on the road.” 

At one time, for a considerable 
number of years, Mr. Manheim man- 
aged a chain of several stores in 
New York City and was under the 
supervision of a live-wire merchant. 
who taught him valuable methods 
in shoe merchandising. These he 
“passes on” to his customer-friends. 


Ashe with Craig, Reed 
& Emerson 


George Ashe has been engaged by 
Craig, Reed & Emerson, Inc., Brock- 
ton, makers of men’s welts, to repre- 
sent that concern in New York State 
and Ohio. He is now calling on his 
trade with a new line of “Snappy 
shoes for young men.” 
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Souther with Bliss & Perry 


Norman N. Souther, who is well 
and favorably known in the Middle 
and Southwest, where he has trav- 
eled for some years, is representing 
Bliss & Perry Co. in that territory, 
which includes Kansas, Nebraska, 
Colorado, Arizona, Missouri with the 
exception of St. Louis, New Mexico, 
Arkansas, Oklahoma and Texas. He 
anticipates starting out on his next 
trip approximately Nov. 1. 

For a number of years Mr. 
Souther represented Hallahan & 
Sons, Inc., of Philadelphia and also 
traveled for I. Grossman, Inc., of 
Chicago. 

Mr. Souther writes: “I consider 
myself fortunate in being connected 
with Bliss & Perry Co. and know 
the merchants in my territory will 
be as thoroughly sold on the fact 
that ‘One Good Turn Sells Another’ 
as I am.” 





Tom D. Cahill, who covers the 
sales representative for The Ca- 
hill Shoe Co., Cincinnati 


Tom Cahill in the East 


Tom D. Cahill of the Cahill Shoe 
Co., Cincinnati, is at present in the 
East. He is very enthusiastic over 
his new numbers, and states: “I am 
showing brand new effects in white 
satin and the popular shades in kid 
and calf, also white kid and calf.” 
These are added “Cahill Catchy 
Creations” for spring showing. He 
is also showing a number of very 
attractive parent leather straps with 
lizard trimmings, and insertions. 


Home from Coast 


Frank Perry, of Walden & Perry, 
Lynn, shoe manufacturers, is home 
from a trip to the Pacific Coast. 


108 





Western Coast Business 
Good 


Frank King—the old war horse of 
the shoe trade, sales representative 
of the famous Goldstein line of turn 
footwear, and Charlie Evans, repre- 
senting La Valle & La Presti of New 
York—recently arrived in Chicago 
from six weeks of California and 
West Coast campaigning. Frank 
was full of enthusiasm on the pros- 
pects of business. He is authority 
for the statement that Western shoe 
merchants were never so willing to 
buy as they are now. Business gen- 
erally on the Pacific Coast has been 
revived and both Frank and Charlie 
are well content with the results of 
the long jump. 


Newhall in New England 


Frank B. Nehall, of Williams, 
Clark Co., left Lynn recently on a 
trip to New England centers with 
specialties in Williams, Clark Co. 
shoes. He has new welts as well as 
New Process shoes. 


Joe Foley with Walden & 
Perry 


“Joe” Foley recently joined the 
sales force of Walden & Perry, Inc., 
of Lynn, Mass. Mr. Foley’s terri- 
tory is in the Middle West. He has 
been covering this section for the 
past six weeks and has been sending 
to the factory “some wonderful busi- 
ness,” reports Mr. Perry of the firm. 
Joe has taken up his place of resi- 
dence in Cincinnati. He formerly 
represented the United States Shoe 
Co. 





“Joe” Foley. He covers the Mid- 
dle West for — & Perry, 
ne. 
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H. M. Pulker. He covers Chicago 
and the Northwest for Howard & 
Foster Co. 


Pulker a Howard & 
Foster **Vet’’: 


H. M. Pulker, who covers Chicago 
and the Northwest for Howard & 
Foster Co., is now on his territory 
with a complete “H. & F.” line of 
men’s fine welts. Mr. Pulker has 
been 85 years with the Howard & 
Foster Co., and like the famous 
“Johnny Walker,” is still “going 
strong.” He is one of the most 
popular men covering the Northwest, 
and has a personal acquaintance 
with hundreds of merchants in that 
territory. 


Merrill with Interstate 


James E. Merrill covers New En- 
gland and Greater New York for the 
Interstate Shoe Co. He sells this 
line to the large operators. Mr. 
Merrill has been with the company 
for about a year, having graduated 
from Harvard College in June, 1923. 
He was captain of the Harvard 
Olympic Track Team that went 
across in 1923, and “has a person- 
ality,’ says Salesmanager A. L. 
Briggs, “that I am sure is going to 
be of great benefit to him when he 
rubs. up against the elbows of the 
shoe buyers in his territory.” 


Waide on Business Trip 


President Clarence P. Waide of 
Stacy-Adams Co., Brockton, left last 
week on a month’s business trip to 
the principal cities of the East and 
Middle States. He carries a complete 
spring line of men’s high grade 
shoes. 







Orders from Roumania 
and Germany 


One of the first “peace-time” 
orders for shoes from Rou- 
mania to be reported in Boston 
has been received by Edwin 
Clapp & Sons, Inc., of East 
Weymouth, Mass. The order 
was from Sigmund Prager & 
Co. of Bucharest, one of the 
largest retail establishments 
in Roumania, and included both 
men’s and women’s shoes. 

Edwin Clapp & Son have also 
received an order from their 
agent in Cologne, Germany, 
which included several hundred 
pairs of women’s boots, the 
first order for shoes of this 
kind to be received for many 
years. 







































Joseph D. Saxe, sales represen- 
tative for the Emerson Shoe Co. 


of Rockland, Mass. He covers 
Chicago territory 


Thomas on Trip for. 
Howard & Foster 


John P. Thomas of Howard & 
Foster Co., Brockton manufacturers 
of fine welts, left last week for his 
territory with the new line of 
samples. Starting in New York, Mr. 
Thomas covers several of the larger 
cities, thence into Texas and the 
Southwest. The Lone Star State is 
a prolific territory for the Howard 
& Foster line, Mr. Thomas has many 
customers. and friends there. He 
plans to celebrate the Christmas 
holidays with his family at the old 
home in Hopkinsville, Ky. 





BOOT AND SHOE RECORDER 105 


“Artie”? Compton at 
Adolphus 


“Artie” Compton, hotel man and 
good friend of the shoe traveler, is 
now assistant manager of the 
Adolphus in Dallas. For many years 
the boys covering “The Lone Star 
State” remember that “Artie” al- 
ways gave them the glad hand of 
fellowship and good service when 
they “hit” the old Oriental at Dal- 
las. He had worked his way up 
to the top from bellboy. The trade 
felt “right at home” with “Artie” 
on hand to greet them. On the tear- 
ing down of this hostelry he ac- 
cepted a position at The Raleigh at 
Waco as assistant manager, and now 
“Artie” Compton states that he will 
be glad to welcome all of his old 
friends and a whole lot of new ones 
once more at Dallas—and at the 
Adolphus. 


Saxe with Levie 


Joseph D. Saxe, formerly the 
Southern sales representative of the 
Levie Shoe Co. of Chicago, has re- 
tired from the rigors of traveling 
and now represents the Emerson 
Shoe Co. of Rockland, Mass., in Chi- 
cago territory. 


Abbott with Alden, Walker 


& Wilde 


‘A. P. Abbott recently joined the 
sales force of Alden, Walker & Wilde. 
He will cover New York City, Brook- 
lyn, Long Island, Staten Island, New 
Jersey and Philadelphia. 





John P. Thomas. He covers sev- 

eral of the larger cities of the 

country from New York to Texas 

and Southwest for Howard & 
Foster Co. 
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your customers 
~ read the national 


magazines 


E readers of the national magazines 
think of advertised products in terms 
of “Where can I get them locally?” 


VICI kid shoes and the identifying VICI 
trade mark are advertised nationally. 
And advertised locally by the retailers 
who would attract to their stores the 
readers of the VICI kid advertising in 
national magazines. 


Whether your selling effort lies in whole 
sale or retail fields, your sales will be 
facilitated by making known the fact 
that youhave identified shoes of VICI kid. 


ROBERT H. FOERDERER, INC. 


PHILADELPHIA 
Selling agencies in all parts of the world 


| py 
© Anca 
Robert H. Foerderer, Inc., 
is the sole manufacturer of 
the one and only VICI kid. 
2 
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No. 0867 


Combination No. 2 last. 
A style with plenty of 
roomy comfort for the 
foot—skillfully tailored 


t 
No. 31 nut shade 
in fine grained, soft 
kid. The quarter is 
lined with bleached 
calf. A plump, ready- 
for-winter 13-iron sole 
with rubber heel. 


No. 8&8—Same as 
above in Black Vici 
Kid. 
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Des Moines, Iowa, 
October 16, 1925. 








On October 15, 1925, I examined. 
the Certified Shoe which Mr. For- 
grave is representing, and from 
what I note in the shoe construc- 
tion and the metatarsal feature in- 
serted therein, this will prove a 
boon to many suffering with cramps 
and pains in the ball of the foot. 























My endorsement is to benefit suf- 
fering humanity. 





ee Serer » D.S.C. 
(Name on request.) 








Certified 


— Proven ARCH 


TT oe > 
Luxury for Tired Feet! 


Once a man’s foot knows the lasting luxury of the PROVEN ARCH 
Shoe, you will find that man willing, if necessary, to give up almost 
any of the pleasant things of life before going back to the type of shoes 
he used to wear. For this shoe supports the arch across the ball as well 
as the one from heel to ball.. Its service is not partial but complete. And, 
along with it, we’ve a strong selling plan to interest the best dealer in 
each community. Write for it today. 


We also make the Proven Arch Shoe for Women. 


STONEFIELD-EVANS SHOE CO. 
ROCKFORD, ILLINOIS 


CHICAGO SALES OFFICE, 410 Security Bldg., J. Wurmser 
LOS ANGELES SALES OFFICE, 325 Consolidated Bldg., A. L. Sendall 


When writing to advertisers please mention Boot anv SHos Recorper- 
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Million Dollar Loss Is Caused 
by Sidebranding Steers 


By Tage U. H. Ellinger 


ACH sidebranded steer shipped 
to market would have been 
worth an extra dollar if the most 
valuable part of the hide had not 
been badly mutilated but a moderate 
sized brand had been placed low on 
the thigh or on the shoulder instead. 
Every year packers buy over a 
million sidebranded steers from the 
western range, and the loss to pro- 
ducers, from thoughtless methods of 
branding, therefore, easily surpasses 
the million dollar mark. 

After the skinning process in the 
packing plants, all sidebranded hides 
are piled together and offered for 
sale as a special grade and at a price 
about a dollar a hide below the quo- 
tation on butt-branded hides. They 
are further handicapped in the trade 
because of the difficulty in taking 
them off without excessive scoring 
and cutting. 

The reason for the low value of 
sidebranded hides it to be found in 
the damage done to the leather by 
the deep impression of the brand. 
Even on the flesh side of the hide 
the brand is as conspicuous as it is 
on the live animal as seen from the 
saddle of a cowpony. 

The side is the most valuable part 
of the hide. From it is ordinarily 
secured the largest pieces of quality 
leather. If the side, however, is 
mutilated by branding, two things 
happen—its use is restricted to ma- 
terial needing only relatively small 
pieces, and the parts actually dam- 
aged are salable only at a great dis- 
count. 

Leather, made from sidebranded 
hides, can only be used for the manu- 
facture of soles. Without the brand 
on the side, the same leather would 
find a broader market as belting, 
harness, and upper leather. Even 
used as sole leather, these hides from 
range steers, because of their plump- 
ness, would outsell brand-free native 
steer hides, if the brand were placed 
discreetly on the thigh or the 
shoulder. 

The parts of the leather on. which 
the brand is visible can be sold only 
at a nominal figure. Soles injured 
by the brand move with difficulty at 
eight cents a pair, while otherwise 
they would bring sixty-five cents. 
Out of full-sized. soles, carrying 
branding scars, the buyer may get 
nothing but a heel or a baby shoe 
sole, and, of course, must adjust his 


bid accordingly. Many hides are so 
thoroughly ruined by brands stretch- 
ing all over the side, that hardly a 
single piece of prime leather results. 

Sidebranding cattle is a wasteful 
and costly procedure. Furthermore, 
it is unnecessary, as witnessed by the 
fact that many of the very best 
cattlemen in the range country have 
given it up and brand their calves 
low down on the thigh or on the 
shoulder. The million dollar loss in 
hide values, caused by improper 
branding, is carried entirely by the 
range cattle industry, to which it is 
reflected through the lower prices 
offered at the markets for western 
cattle with mutilated hides. 


A New Dealer-Help Book 


“Operating a profitable retail shoe 
business today requires keener in- 
telligence and longer vision than 
ever before. The successful shoe 
merchant must apply at least aver- 
age good judgment to all features 
of his enterprise. He cannot with 
safety attend merely to the impor- 
tant ones and neglect the others. 

“He must be a merchandiser. He 
must make people enjoy coming to 
his store. He must attract them by 
the satisfying quality and values of 
the actual goods he sells, and by the 
inviting character with which he 
surrounds his entire selling ac- 
tivity.” 

These are the first two paragraphs 
in the new “Retailing Good Shoes 
Profitably” book issued by the 
Lewis A. Crossett Company of 
North Abington, Mass., in which 
they cover every phase of retailing 
shoes profitably. 

The store front, the display win- 
dow, the proper forming and shap- 
ing of shoes for window displays, 
the right sort of stand to use, cards 
and signs, picture slides, outdoor 
advertising and local newspaper ad- 
vertising with cuts and illustrations 
and copy and, as a finale, calendars 
as business getters—all these are 
dealt with. 

All of these features link up the 
merchandise in the stores and are 
cooperatively furnished. One of the 
best things in the book. is getting 
business from good letter&, and 
eight typical letters are so written 
as to increase customer desire. 
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Wholesaler Shows Increase 


BUFFALO—Wm. H. Walker & Co., 
Buffalo, N. Y., boot and shoe whole- 
salers, report a 15 per cent increase 
in sales for the first half of Septem- 
ber over the corresponding period a 
year ago. This is a continuation of 
substantial increases in their busi- 
ness during the six months ended 
Aug. 31 as against the same months 
of 1924. 


Schwarz-Ruggles Co. Elects 
Officers 


BROCKTON—At a meeting of the 
board of directors of Schwarz- 
Ruggles Co., Inc., the following of- 
ficers were elected: 

President, Bruno E. Schwarz; 
vice-president, Merton E. Hayward; 
clerk, E. S. Ruggles. These officers, 
with Warren S. Gallan and John F. 
Kedian, serve as directors. This con- 
cern, although having been estab- 
lished but two years, has brought its 
production up to about 60 dozen 
pairs daily of men’s welts. President 
Schwarz states that a_ sufficient 
number of orders has been booked 
to assure capacity production for 
several months. 


Muskin Shoe Co. to 
Broaden Line 


BALTIMORE—The Muskin Shoe 
Co., manufacturers of children’s 
shoes only, are now making flexible 
welts under the brand of “Sturdi- 
welt” to retail at $3 and $3.50. 
This line, having met with great 
success, is the forerunner of a com- 
plete line of children’s, misses’ and 
boy’s welt shoes which will’ be 
brought out next year in addition 
to lines of McKays and turns. Thus 
giving a complete line of juvenile 
footwear from infants to growing 
girls. An advertising campaign will 
be begun next October. M. Halle 
states that tan boots and oxfords 
and patent leather low shoes with 
strap or buckles are the best sellers. 


Ensign Simpson a Benedict 


BostoN—Ensign Simpson, for 
nine years salesman in the men’s 
shoe department of Thayer McNeil 
Co., gave the boys of the store a 
big surprise by recently joining the 
ranks of the benedicts. Mr. Simp- 
son had always been considered “a 
woman hater,” and his announce- 
ment of marriage was the occasion 
of more than usual comment. He 
is taking an extra week’s vacation, 
with a wedding trip to Montreal. 
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Month after month we substantiate our claim of being 


“The Fastest Growing Shoe House 


in America” 


Throughout the entire twelve months of our fiscal year 
we have made big gains over the corresponding period of 
last year. 


Central styles, Central. quality, Central prompt service, 
Central dealer advertising helps—all have been impor- 
tant factors in bringing about these splendid gains. 


The Popularity of 


has been spreading with leaps and bounds. Territory is 
rapidly being taken over by leading shoe merchants who 
appreciate the advantages of having an outstanding chil- 
dren’s line to attract the whole family’s trade to their 


store. 
These are just a few of the reasons why you should 


és Make “Central” Your Main Line és} 


If you are not on the mailing list for our sixty day style 
service write us. 


GENTRAL SHOE Go. 


Manufacturers 


ST. LOUIS 


When writing to advertisers please mention Boot anv SHoe RECORDER 
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Retail Shoe Stores Increase Trade 


— Snappy Weather Helps 


Straps and Pumps Are Big Sellers. Buckle and Hosiery Business Large. Merchants Every- 
where Are “Hitting” a Profitable Pace by “Talking” Shoes 


Milwaukee 


Steady Demand for Fall Foot- 
wear 


October business has been running 
true to form and Milwaukee stores 
will show a substantial increase over 
last year according to local reports. 
Weather conditions have been most 
favorable during the greater part 
of the month as it has been cold 
enough to make people realize the 
need for heavier shoes. Little 
change as to popular styles or ma- 
terials is noted as the season ad- 
vances. Patents continue in the lead 
and pumps are still strongly favored. 

“Our business has been very satis- 
factory this month,” stated A. B. 
Caspari, of Caspari & Virmond, 
“There has been a steady demand 
for fall footwear, and we are show- 
ing an increase over last year. 
Patents in pumps and Colonials have 
been the best, but we have also been 
selling a number of tans.” 

A very popular style at Caspari’s 
has been the rainbow pattern which 
is developed in tan kid and trimmed 
with three bands of contrasting 
shades which cross at the instep. 
Blond kid trimmed with alligator 
has also been very good. In a 
dressier shoe, this store has noted 
a considerable demand for a pump 
in gold or silver kid, black satin or 
black kid, with a beaded carnation 
design forming a buckle effect at the 
instep. 

“Black satin and patents have 
been showing the most activity with 
us, although there is a little demand 
for tans,” stated H. I. Tieman, man- 
ager of the I. Miller shoe department 
at Reel’s ready-to-wear store, who 
reports business ffairly good. 
“Pumps have been favored in styles 
with fancy buckles or plain. There 
has also been a steady call for even- 
ing slippers resulting from the sale 
of evening gowns in the dress de- 
partment of the store.” 

“Business has been exceptionally 


for the Occasion 





good this month, and we are showing 
a nice increase over last year,” stated 
Charles Lew, manager of the shoe 
department at the Boston Store. 
“The greatest volume of business has 
been in pumps, and buying has run 
to two extremes. Either women buy 
a broad toe buckle pump with a very 
low heel, or they call for the same 
style in an extremely high heel. 
About 65 per cent of present business 
is in patents, while satins make up 
the other active group. A few tans 
are selling, these being mostly golden 
brown kid.” 

Men’s shoes have also been moving 
very well. Mr. Lew states that this 
store has found it very difficult to 
attract men into the store through 
advertising, but now they are begin- 
ning to come in of their own accord 
and are buying freely. However, 
there is little change in popular 
styles, and tans continue in the lead. 

At the Florsheim Boot Shop, busi- 
ness has been very good during 
October, and an increasing demand 
for high shoes has been noted, al- 
though oxfords are still selling in 
larger numbers than high shoes. 
More calls for black have been noted 
this month during the past weeks. 
This store also notes a demand for 
broad toes. 


Show Fancy Heels 


The term “twinkling heels” will 
have an added significance in Mil- 
waukee if the fancy heels now being 
shown in several Milwaukee stores 
become generally popular. Hanan & 
Sons have been showing rhinestone 
heels for several weeks and several 
sales have been made. Now a few 
other stores are beginning to show 
novelty heels for evening slippers 
which are attracting considerable at- 
tention. 

The I. Miller shoe department at 
Reel’s ready-to-wear store has the 
most extensive line of novelty heels, 
and H. I. Tieman, manager, states 
that several sales have already been 
made although they have been shown 








only a few days. The novelties in- 
clude heels set solid with rhinestones 
or colored stones in such shades as 
sapphire, ruby and others; plain 
gold or silver heels; rough gold 
heels; and more elaborate styles de- 
veloped in mother of pearl set with 
a design of brilliants, or celluloid de- 
signed in several colors and studded 
with stones. 


St. Louis 


October 24 Trade a Record 
Breaker 


The early part of the week, end- 
ing October 24 in the retail shoe 
trade demonstrated some signs of 
slackening, which was unaccountable 
by many merchants interviewed. The 
weather was splendid; cold and dry, 
making an ideal incentive for foot- 
wear purchases. The halting ex- 
perience was not alone in one class 
of store but affected the high as well 
as the low priced shops. 

Whatever disappointment oper- 
ators may have experienced the early 
part of the week was easily off-set 
by the big business bulge of October 
24. It was another record breaker 
and reports from many stores stated 
it was the best since Easter Satur- 
day. The buying was brisk with a 
definite demand for the wanted 
styles. All stores as usual were 
without sufficient help which natur- 
ally caused some slowing down in the 
service. But the customers were pa- 
ient and few walkouts were observed 
as it was a question of having shoes 
because of thin soles and wet feet. 

In the style field the “lamp black 
twins,” patent and satin continue to 
do their stuff with the complete ap- 
proval of the feminine sex. Glanct- 
ing down the aisle of any shoe store, 
about all one will see is patent and 
satin. Many insist that these two 
materials will carry the bulk of the 
sales through the year and beyond 
that no one cares to guess. 
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BLACK VELVET and BLACK SATIN 
In Style Shoes for Stout Women 


In Stock Now 


B239—Black satin one strap, 

Goodyear welt. Reinforced 

steel arch supporting shank. 
Widths D, E and EEE. 
Sizes 2 to Ii. 


B249—Black velvet one strap, 
same as above. 


Widths D, E and EEE. 
Sizes 2% to 10. 





PRICE $5.00 


‘These one straps are beautiful fitters. 


The strap is placed just right; not too 
high and not too low. 


Both shoes are silk bound. Vamps are 
ornamented with a scalloped ooze col- 
lar, that contrasts nicely with the fabric 
vamp and quarter. 


The shoes are built with’a “‘clingtite”’ 
solid sole leather counter; solid leather 
heels with Wingfoot top lifts, one and 
three-quarter inches in height. 


Shoes for stout women are subjected to 
unusually hard usage. 


Those that we build deliver good 
service, 














The Slenderizing 
Effect of 
Stylish Stout Outsizes 


One. would assume that to build a 
last to fit fleshy feet, it is only neces- 
sary to increase the measurements of 
a last that is right in the normal or 
narrow widths. 


But, stout women want their feet to 
look slender and the slenderized effect 
is absent in shoes built over ordinary 
wide width lasts. 


Our experience in wide width special- 
ties dates back to 1914. Since that 
time we have steadily improved our 
lasts and patterns and _ today’s 
STYLISH STOUT “EEE’s” appear 
no wider than the average C or D, 
one of the reasons why Stylish Stouts 
at $8.00 are sold in volume by dealers 
whose “regular” shoes are priced no 
higher than $6.00. 


Let’s assume you are called upon to 
fit a triple E foot. Perhaps it is your 
custom to fit it up a size and a half 
on a D wide. The D is apparently 
large enough, still it doesn’t set right, 
nor does it feel right for the foot is 
out of position. 


Now slip on a EED Stylish Stout in 
the correct length, and what have 
you? You have a shoe that fits 
closely, yet feels easy, and a foot that 
looks narrower in a EEE than it did 
in the ill fitting D. 


And, most important of all you have 
a satisfied customer who is sure to 
come back, for any shoeman can fit 
D’s up a size and a half, while few 
can supply shoes that fit like Stylish 
Stout Outsizes. 

















165 N. Water St., Rochester, N. Y. 


Chicago Office: 189 W. Madison St. 
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One important style note of the 
week has been tan calf oxfords. 
Low heel types in walking effects 
have been bought enthusiastically. 

One of the ablest operators stated 
that there was a positive shortage 
on the wanted styles of tan calf 
footwear. His opinion is that any 
mannish oxford pattern is a big win- 
ner at the present moment. 

Other tan calf patterns, especially 
those with high heels continue to 
“slumber” on the shelves in an un- 
disturbed manner. Little call is 
heard for these styles. Velvets 
continue to hold. This applies par- 
ticularly in the $5.00 to $8.50 field. 
October up to the present in some 
stores has shown a gain. Many are 
running evenly with the same month 
of 1924. 

Reports during the past fortnight 
indicate an improvement in the men’s 
shoe business. 

The last few Saturdays have at 
last come into their own and the 
movement has been on an upward 
swing. 

Tan calf in soft tips and broad 
toes is having the call. The storm 
welt effects have caught on and are 
in demand in brogue oxford effects. 
The proportion of tan as against 
black in one of the largest stores was 
seventy per cent tan and thirty 
black. 

Less than three per cent of the 
shoes sold were high shoes. 

The younger men are buying shoes 
with heavy soles and the light 
weights have not been able to attract 
them. 


Philadelphia 


General Retail Business 
Healthy 


There is a healthy tone to general 
business conditions and nothing to 
indicate anything but a continued 
optimistic feeling of good fall busi- 
ness according to a recent survey of 
local trade made by R. G. Dun & Co. 

One of the prominent shoe shops 
here is making a feature of a silver 
kidskin opera pump, regent cut, 
with a medium toe, medium Spanish 
heel and turned soles. It is priced 
at $12.50. 

The Niederman store on Chestnut 
Street is showing a tailored pump 
suitable for day or evening wear in 
patent leather at $11 and in black 
or brown suede at $12. It has a cut- 
out strap held in place by a hidden 
gore. 

At $5.50 the Dalsimer shoe store 
is showing a step-in pump in patent 
colt or woodland brown suede and a 
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twin-strap model in black suede or 
tan calf. 

The Geuting stores are showing a 
variety of oxfords for dress wear. 
Among the offerings are models in 
patent, black satin, and brown suede 
at $15 and in alligator at $20. 

The Snellenburg store recently put 
on a sale of thousands of pairs of 
women’s low shoes at $3.85 per pair. 
Included in the lot were one-eyelet 
ties, three-eyelet ties, fancy strap 
pumps, anklet pumps, laced oxfords 
and buckle pumps. The materials 
included tan calf, patent colt, gun- 
metal calf, black kid, black satin, and 
black and brown velvet. The heels 
shown included spike, Louis, Cuban, 
military, box, and low flat heels. 
There were all sizes and widths in 
the sale. 


New York 


Business in the local retail shoe 
field continues to improve uniformly 
with the fall season. Cooler weather 
last week brought a host of shoppers 
to the mid-town retail section and 
crowded the stores. Shoe stores and 
shoe departments shared in the in- 
creased business, according to most 
reports. One of the brightest fea- 
tures of the present situation, ac- 
cording to some retail merchants, is 
that there is a steady demand for 
some of. the well known patterns. In 
the medium grade shoes, especially, 
there is less demand for “something 
new” all the time, and there is pro- 
bably more resizing of stocks going 
on now than has been the case in 
many past seasons. 

At the same time the high grade 
shops are constantly putting new 
things before their customers to 
tempt to additional buying. There 
is no doubt that the high grade 
stores are enjoying a good business 
at present. With the stock market 
booming, there is considerable free 
spending for luxury merchandise and 
the shoe merchants who cater to the 
extremely wealthy classes are getting 
their share of this business. Not 
only is high grade footwear selling 
well, but the jeweled buckles and 
heels are moving faster than ever 
before. New ideas in fancy heels 
are being introduced constantly. 
Two new ones that made their ap- 
pearance recently were fashioned 
of mother of pearl to match a buckle 
and of hammered gold or silver to 
be worn on gold or silver kid even- 
ing shoes. The latter were intro- 
duced by the J. & J. Slater shop. 

While the step-in, one strap and 
opera pump styles lead for volume 
selling, there is a growing demand 


for fancy oxfords. The cut out and a half, however, has brought about 
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underlay effects are quite popular, 
but the cubist or futurist idea, origi- 
nated at the Paris exposition of dec- 
orative arts, this year, is creeping 
into the oxfords. Saks & Company 
came out with a dress oxford of 
antelope last week in which the circu- 
lar and angular effects were well 
worked out. The main body of the 
oxford was of brown antelope and 
the design was obtained by means 
of cut outs and appliques of bronze 
patent leather. -.The antelope or 
deer skin for these shoes was 
brought from Paris by Edward 
Cohen, manager of the Saks-Fifth 
Avenue shoe department. The shoes 
are priced at $22.50. 

Neat one strap front tie effects 
are going well with some retail mer- 
chants, and the sabot or D’Orsay 
types of pumps with a curve of 
“degrade” or shaded trimming in 
colored kid at the side is reported as 
a good number by one Fifth Avenue 
retailer. 

Patent leather continues as a good 
seller, although suede and ooze 
seems to be gaining more promi- 
nence. In conjunction with the 
vogue for gray furs, gray suede is 
being shown in footwear fashions by 
several retail merchants. Franklin 
Simon & Company devoted a window 
recently to an exposition of gray 
furs and matching shoes of suede. 





Rochester 


Patents Are Popular Numbers 


The approach of the Eastman 
Theater opera season somewhat 
stimulated the buying of evening 
slippers. 

Patents still lead in the volume of 
sales. Satins are also popular, as 
are oxfords in tans and duo-tans for 
street wear. Suedes are selling well 
in some stores, but are not as active 
in the high grade shops as they are 
in the stores catering to $5 and $6 
trade. Buckles are still extremely 
popular and merchants report an in- 
creasing call for all types of buckles, 
especially cut steel designs. 





Cincinnati 
“Business Is Fine”—Report 
Merchants 


A solid buying “spree” in Cincin- 
nati followed the wake of real fall 
weather. For .the past month 
weather conditions had been so un- 
certain, that one day’s business or 
one week’s business did not indicate 
with certainty what would result 
next day or week. The continued 
brisk weather for the last week and 
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123-125 Duane Street 


Quick Service is provided to Yrdidoy merchants by the loca- 


tion of stock branches at convenient points. 
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sufficient certainty in conditions to 
bring the buying public to a realiza- 
tion that more shoes are necessary. 
The buying is not flurried or 
sporadic as was the situation earlier, 
but has settled down to a more solid 
trade. All merchants report that 
business is fine; better than last 
week, last month and last year. 

Those stores dealing in women’s 
footwear report that the demand for 
black patent leather pumps remains 
unabated and the buckle is increas- 
ingly popular as an ornament. The 
D’Orsay and Regent pumps are the 
outstanding styles demanded by the 
feminine public, although some 
straps and gore pumps are being 
sold. 

Velvet showed signs of life in all 
stores, many merchants reporting 
that although they did not have much 
velvet on hand, many demands were 
made for this material. The velvet 
demand however has not become so 
great as to threaten to take second 
place from satins. 

As forecast in this letter several 
weeks ago, black suedes are being 
sold in the higher priced shoes. The 
situation with suedes is the same 
as velvets, many merchants report- 
ing that if they had more they could 
have sold more, but that the sales 
would not exceed velvet. The out- 
standing materials are in the order 
named; black patent leather, black 
satin, black velvet and suede. 

Many merchants report that golden 
brown and tan kids are moving but 
not with great speed. One store 
reported that combinations are some- 
what popular in higher priced shoes. 
Welts showed an increase in sales 
due to the sloppy and cold weather 
that has settled down on this market. 

Sales in dress pumps chiefly in 
light satins and silver cloth have 
taken a little boost, because of the 
proximity of the social season. Of 
course these materials never can be- 
come real contenders for first place 
in sales, but nevertheless, merchants 
report business in these types fairly 
brisk. 

Men still demand tan low cut shoes. 
Of course some blacks are being sold 
but not in sufficient quantities to be 
mentioned as outstanding in the sales 
reports. High shoes, as may be sup- 
posed at this time of the year, have 
taken a rise in the sales columns. 

“Sales in high shoes are 30 per 
cent of the sales in men’s shoes,” 
said Charles Hardebeck, manager of 
the Petot Shoe Company’s store on 
East Fifth Street. “In women’s 
shoes patent leather still is very 
popular, but I look for satins to take 
a big jump in the number of sales 
during the winter season. At the 


present time black velvet is second 
to-patent leather in the number of 
shoes sold.” 

“This will be a patent leather sea- 
son in D’Orsay and Regent pumps,” 
was the opinion of Harry C. Vollrath, 
buyer for the H. & S. Pogue Com- 
pany. He has just returned from a 
business trip to New York. “Satins 
will continue to be good with velvets 
in the lower priced shoes showing 
some activity, and suedes in the 
higher priced shoes going fairly 
brisk. Buckles will continue to be 
the outstanding adornment for 
pumps,” Mr. Vollrath concluded. 





Chicago 
Business Is “Booming”—Wide 
Style and Color Range 


With a week of splendid fall 
weather—a bit cold and a bit of rain, 
the Chicago shoe merchants went 
through another six days of what 
might well be called “good’’ business. 

The question of “what patterns 
and leathers?” hardly has a place 
for almost any and everything came 
under the heading of “goods sold.” 
Patents and satins held their: long 
established lead in the vogue 
although the demand for kid leathers 
in the darker brown shades keeps 
coming steadily upward. | 

Without for a minute attempting 
to assail the pump’s position in the 
limelight—the swing of the style 
pendulum seems to be _ strongly 
toward the strap models and what 
a bewildering variety there is! 
Straight straps — buttoned and 
buckled ones—cross straps, double 
straps, triple straps and straps of 
many colors. Some follow the old 
conventional trail from ankle to ankle 
—some start almost at the throat 
and run transversely across the in- 
step to button, buckle and tie at the 
instep. Some start inside, some out- 
side and to be sure—it’s hard to tell 
just where some start and end. 

After running the eye over the 
multiple methods of putting straps 
on footwear, one finds gored oxfords 
with concealed gores—and gores 
right out in the open. Some hide 
under tongues as in the colonials— 
some snuggle under bows and orna- 
ments, and some boldly slash them- 
selves right across the instep and 
clear back to the counter line. 

There’s color too. Not just tans 
in blonde, light and dark, and cocoa 
shade but one sees red, blue, mauve, 
lavender, pansy, blues and greens. 
Leathers and fabric of silver, gold 
and brocaded effects. Some all of 
one shade—and some of contrasting 
colorful beauty. 
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Here again comes decoration. 
Straps, gores, buckle and bow and 
on the vamps embroidery that dares 
a writer to describe its patterning 
and even defies description in the 
colors used. 

At the O and G Madison Street 
Bootery—at the New State Street 
store of this same Company—at the 
Palmer House Boot Shop and at 
Ruby’s— pattern, color and fabric 
run a wild range of color and beauty. 
Milady’s foot will have the colors of 
Jacob’s coat if she varies her pur- 
chases. 

Following the same patterns most- 
ly—these fanciful shoes are staying 
close to the general trend has held 
through the whole year—nearly—and 
they keep business “good.” 

Probably the most popular—away 
from satins and patent—is the com- 
bination of cocoa brown and blonde 
kid leathers. The fall costumes call 
for autumn shades and these leather 
colors make lovely combination 
effects. 

The sale of ornaments runs high. 
Jeweled buckles and bows and 
jeweled heels are seen at almost 
every accessory counter and the 
salespeople report consistent demand 
for this decorative element. Mer- 
chants are capitalizing on the de- 
mand and the space given over to this 
merchandise has increased consider- 
able and displays are being made in 
greater prominence. 

The men’s business has been only 
“fair-to-middling.” Nothing much 
has happened to change the condition 
that has been pretty general for some 
time. Sales are good but not large 
—they are steady but no great vol- 
ume. Heavy shoes are selling, 
grained effects and ten iron soles. 
Tans hold their lead of at least three 
to one over the blacks in an apathetic 
market. 


Store Holds Foot “Clinic”’ 


St. Louis—The Wizard-Lightfoot 
Appliance Co., manufacturers of the 
Wizard appliance line, had a special 
demonstration in the store of the 
Fred S. Stewart Co. during the an- 
nual Southeasten Fair, Oct. 8 to 17 
inclusive. The demonstration was 
extensively advertised and hundreds 
of visitors were at the department 
during the fair for free examination 
of their feet. The demonstration 
created some excellent business for 
the department, according to R. A. 
Parker, its manager, who was in 
charge, assisted by E. W. Buckley, 
Southern representative for the St. 
Louis company. Mr. Buckley states 
that sales pf the line in the South 
this year will establish a new record. 
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If the customer can’t get 
the stocking she wants—~ 
the merchant can’t get 

the profit he wants. 


Are you 
OUT 


You can't afford ta be out” 
of any popular McCallum number 
when holiday buying starts. 


Gift opportunities are knocking! 


She certainly expected that 
this store would have the 
McCallum stocking she'd seen 
advertised. 

She is only one of countless 
women who will be coming 
into your store asking for 
McCallum gift hose. You 
can't afford to disappoint these 
women. You can't afford to 
lose these sales—especially 


since McCallum offers you so 
generous a profit. 

Look over your McCallum 
stock NOW. Watch particu- 
larly those popular McCallum 
Rose Family colors. Don't be 
“out” of any popular McCal- 
lum number this Christmas. 

Send a holiday fill-in order 
today. 


Special gift suggestions 


We especially recommend these Lace 
Clock numbers as particularly brisk holi- 
day sellers: 


242—Light weight all-silk stockin am 
newest pattern een lace “o 
Stock colors ; 


272—Medium weight _all-silk peas 
with a wide openwork clock. 
Stock colors A oe $36.00 


277—Fine gauge pure dye silk stocki 
with a Sali licate openwork Paris ok 
—reinforced silk top. 
Stock colors ‘ - - $36.00 
288—Medium weight all-silk stocking with 
new block design naam clock. 
Stock colors A . $36.00 
289—Medium weight all-silk new design 


openwork clock. 
Stock colors $36.00 





NORTHAMPTON, MASS., U. S. A. 


Philadelphia, 1001 Chestnut Street 
B »778 Street 


McCALLUM HOSIERY COMPANY, 


New York Sales Office, 417 Fifth Avenue 
Chicago, 36 So. State Street 


Sil 
AN Callum Hosiky 


THE:M 





KNOW SHE WEARS 


rov 7989 
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Production Stability Shown 


Factories Report Orders Coming in Well. Fall Trade 
of 1925 Ahead of Corresponding 1924 Period. 


Rochester 
Factories Are Busy 


Rochester shoe factories are still 
fairly busy. The present run of fall 
business is well ahead of last year, 
in fact. this has been the best fall 
season since the boom days of the 
war. 

The demand for Rochester-made 
McKay’s has been very large for the 
first nine months of the year, and 
with a marked increase in the de- 
mand for welt footwear, the outlook 
for the Rochester market is very 
encouraging. Rochester has always 
been known for the quality of its 
women’s welts and with the trade 
calling for light weight welts with 
close trimmed edges there has been 
a marked increase in orders in the 
Rochester women’s factories. 

Business in the children’s shoe 
factories is also much improved. 
Early in the fall season the chil- 
dren’s factories reported a slight 
falling off in the business on hand, 
but orders are now coming into the 
children’s factories in much greater 
volume and indications point to good 
business for the balance of the year. 


Brooklyn 
Style Factor Favorable 


Brooklyn shoe manufacturers ap- 
pear to be well satisfied with thé 
present condition of business. There 
is a comfortable amount of orders 
on hand in most factories that in- 
sure a high rate of operation for 
another month and in some cases for 
two months ahead and this is con- 
stantly being added to by incoming 
orders. Most of the latter are for 
sizing up on patterns the retail 
merchants already have in stock, 
rather than orders for new models. 
This is one of the best features of 
the current situation, indicating, 
according to one factor, a condition 
of stability in the trade that will 
mean more in real profits at the end 
of the.season than was the case when 
new models were constantly going 
through the works. 

; The bulk of shoes now coming out 





Outlook Encouraging 


of the factories in Brooklyn are of 
the step-in, strap or opera variety. 
Some manufacturers see a falling 
off in the demand for operas, while 
others are still busy turning them 
out. Altogether it seems likely that 
there is more business at present on 
the step-in and strap models than 
on operas. Most of the step-in and 
strap styles show trimmings of con- 
trasting material in appliques and 
strappings. It is seldom that the 
strap is made of the same material 
as the body of the shoe. The appliqué 
work is being held down to small 
bands and lately these have taken 
the form of sharp angles, rather 
than of the curve. Several interest- 
ing models brought out recently 
have the applique work running in 
patterns strongly reminiscent of the 
Greek key design. Others jut out 
into sharp angles or end in small 
squares. This probably is the in- 
fluence of the modernistic art which 
has taken hold in silk designs. The 
modernistic trend also is discerned 
in some of the fancy. oxfords that 
are now going through the works, 
the effects being obtained by the use 
of cut outs in circular and angular 
pattern and the use of appliques in 
the same manner. Both cut outs 
and appliques are often applied to 
the same shoe. 

Patent leather and satin continue 
to be good numbers as shoe ma- 
terials, with suede and ooze growing 
stronger and tan calf also showing 
up well. Black and brown kid also 
are coming to the front with some 
manufacturers, although sentiment 
concerning the future is by no means 
unanimous. There is little -doubt, 
though, that kid will be one of the 
leading materials for spring. 

With the belt and apparel trades 
making liberal use of gold and silver 
kid, shoe manufacturers are experi- 
encing some trouble in obtaining 
adequate supplies at present. 


Milwaukee 
' Manufacturers Satisfied 


Statements by local manufacturers 
indicate that conditions in local fac- 


tories are steadily improving as fall 
advances. 

“Business is coming in fairly 
well,” stated J. C. Johnson, sales 
manager of the Nunn Bush & Wel- 
don Shoe Co., manufacturers of 
men’s dress shoes. “Our salesmen 


are finding conditions generally im- - 


proved throughout the country, but 
business is obtained this fall with 
more difficulty than usual, they state. 
At the present time there is a trend 
to black, but this is generally true 
at this time for, when we come into 
the season of wet, cold weather, men 
prefer black, as: tans are more apt 
to spot. The east is going back to 
a more conservative toe, but the 
young men and college students of 
the west still demand a very broad 
toe. 


“Business is picking up now and . 


orders are coming in better than 
they were at the beginning of the 
month,” stated Frank L. Weyenberg, 
president of the Weyenberg Shoe 
Manufacturing Co., which also fea- 
tures men’s shoes. 

W. R. Helmholz of the Helmholz 
Shoe Manufacturing Co., makers of 
children’s stitchdowns, reports that 
business at this factory has been 
generally good during October. 


Lynn 
Expanding Markets—Im- 
proved Facilities 


LYNN—The shoe manufacturing 
business here is settled down to a 
sound basis for future substantial 
evelopment. A survey shows ex- 
panding markets on one hand and 
increased and improved facilities for 
production on the other hand. Fig- 
ures prepared by Lynn manufac- 
turers show large gains in sales to 
big cities, by reason of their increas- 
ing activities and wealth, and also 
the most important fact that nearly 
a quarter of the women in large 
cities are employed in gainful occu- 
pations. In other words, these 
women are earning money, and they 
are buying the novelty style shoes 
such as Lynn makes. There is go- 
ing on here a general bracing up of 


[CONTINUED ON PAGE 124] 
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Every member of 
this champion 
teamwears Keds. 
The Guthrie Red- 
birds, Guthrie, 
Oklahoma. 








REG. U.S. PAT. OFF. 


‘“‘__no other shoes but Keds’’ 


HAT’S what the Guthrie Redbirds insist upon—rea/ Keds. “‘Keds’’, 

says their recent letter, “‘are the only shoes that give us the desired 
service and still do not overburden us with weight.” These star players 
are the national girls’ champions. After many a furious battle they have 
learned to choose the best shoes, and to wear only genuine Keds. 


Here is another Keds outlet which is worth going after. Girls are inter- 
ested in athletics as they never were before — basketball, handball, gym- 
nastics, and all kinds of indoor sports. You have a lot of them in your 
neighborhood; get their business. Sell them the improved Keds 
with slim shank, strong instep stay, and inside cushion 
heel seat. 





There are big winter profits in athletics for the dealer 
who pushes genuine Keds, made only by 


United States Rubber Company 


When writing to advertisers please mention Boot anp SuHor Recorpsr 
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To Sell More 


Hunting 


Boots 


Window Has ~ 
Outdoor Atmosphere 


about the good selling possibili- 

ties of rubber shoes for hunting. 
The big city department stores have 
already begun to “talk tellingly” in 
newspaper “ads” and in windows 
about “practical, dependable cloth- 
ing from head to feet, for the hunt- 
ing season.” In addition to the 
suggestion of mackinaws, Sou’wester 
hats, woolen stockings, gloves, mit- 
tens, and other hunting clothes 
accessories, there are “portable” 
rubber boots for duck hunters— 
rubber boots of ordinary and hip 
lengths and the combination rubber 
and leather top boots. 

Retail shoe merchants, no matter 
how small, can readily join in the 
extra pair sales campaign “to get 
more rubber footwear sold right,” 
through a hunting boot window. It 
is easy to arrange a window of this 
kind. The above photograph offers 
a suggestion. If artificial foliage is 
not available, try some of the na- 
tural foliage that is near at hand— 
With the bright colors of the foliage, 
put in a few evergreens, pines, or 
hemlock branches—or a few dead 
trees—with fallen leaves strewed 
over the window floor, or in little 
piles—just as if they had been blown 
there by the fall breezes. In other 
words, make the window look like 
the great outdoors. If the store 
decorator wishes to go a step further 
and arrange an electric light bulb, 
with colored gelatine tissue, to give 
“The Hunters’ Moon” appearance, 
the window can be made to take on 
an added attractiveness. However, 
the trim should be arranged now— 
as the hunting season is here—and 
in a few weeks, Christmas windows 
will be to the fore. 


I: last week’s RECORDER, we talked 
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Christmas seemed very near in a 
wide area of the country on October 
10, when the season’s first snowfall, 
the earliest that the oldest inhabi- 
tants in many sections remember, 
blanketed a wide area of the country 
—from the Dakotas to the Atlantic 
Coast, and as far South as Georgia. 
Sudden drops in temperatures to 40 
degrees and as low as freezing, not 
only made folks think of galoshes, 
but brought them to the retail stores 
to buy for immediate wear. 


HE turned-over cuff, or flapping 

style, was noted on many of “the 
flappers’” feet, with light colored 
hose, brightly colored raincoats, and 
“slouch” hats, completing the stormy 
day ensemble. Many girls, who, 
some two years ago, took up the 
wearing of galoshes as a fad, have 
found out the practical features of 
this footwear as a cold weather 
proposition. 

Galoshes have surely “sold” them- 
selves to the young set—and this 
having been accomplished, there is 
no need to worry about having a 
surplus stock, as the older folks made 
up their minds very permanently 
many years ago as to galosh-wearing 
desirability. 

In the Christmas window, the 
child’s rubber boot is always an at- 
traction and artificial “snow” (of 
cotten wool and mica) silver cloth, 
and tin foil can all be used to good 
advantage. One big city merchant 
sometimes uses tin foil to cover his 
wooden fixtures and window floors 
for certain occasions. Colored lights 
give an added realistic cold- weather 
touch. 

It is not too-early to begin “talk- 
ing” in newspaper advertisements 
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about rubber shoes for Christmas 
gifts. There is a wide range for 
presentation to the public and 
Christmas gift certificates always 
solve the footwear gift problem of 
“What Size Shall I Buy? 


Sam Krause Sells Rubber 
Interests 


HE Hirth-Krause Company, for 

over forty-one years in a gen- 
eral shoe, rubber, findings, and 
leather business in Grand Rapids, 
Mich., has sold out its rubber, ten- 
nis and felt lines to the Marion 
Rubber Company of Marion, Ind. 

Samuel Krause, president of thé 
Hirth-Krause Company, has been in 
ill health for the past two years, 
and it is for this reason that this 
change has been made. He will con- 
tinue as a director of the Wolverine 
Shoe and Tanning Corporation of 
Rockford, Mich. One of his sons, 
Benjamin H. Krause, treasurer of 
the Hirth-Krause Company, will con- 
tinue with the findings and leather 
business of the company. 

Another of his sons, O. Alwin 
Krause, secretary of the Hirth- 
Krause Company, has not announced 
what his connections will be. The 
Hirth-Krause Company’s “Rouge 
Rex” shoes will from now on be sold 
to the Michigan trade direct from 
the factory at Rockford, Mich. 

The Marion Rubber Company is a 
company composed of G. P. Butter- 
worth, his brother A. P. Butter- 
worth, both of Marton; Ind., and 
H. W. Lushey of Columbus, Ohio. 
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AMERICAN 
HIDE &, LEATHER CO 
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BOIS-de-ROSE KID 


Latest Popular Color for 
High Grade Shoes. 


Our samples are now 
ready. 


Made from the Highest 


Grade raw material. 








OFFICES AND STORES 
BOSTON: NEW YORK CHICAGO ST.LOUIS CINCINNATI 
AMERICAN HIDE & LEATHER CO., LTD. 
Northampton and Leicester, England; Paris, France 
CALF, KID AND SIDE UPPER LEATHER oe 


Lowell Peabody Woburn hicago 
: Sheboygan Ballston Spa Curwensville’ 





October $1, 1925 














TEX 


OOZE 
CALF | 


























Aw 








BARK AND 
RETAN SIDES 








hs, 








When writing to advertisers please mention Boor ann Sxuor Recorper 





Smee Oe amt... 











October. 31, 1925 





Thoughts on Selling Slippers 
and Children’s Shoes 
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Based on an interview by R. L. Prather with 


Russell Williams 


of the Weggenman Booterie, San Diego, Cal. 


USSELL WILLIAMS, busy 
Re man, president of the 

California Shoe Retailers’ As- 
sociation and genial gentleman, was 
working busily in one of his alcoves 
when your representative called re- 
cently. And it was slippers that en- 
gaged his attention. Marking new 
stock, putting onto the shelves some 
new arrivals. 

“Well, Mr. Williams, you seem to 
be into slippers up to your eyes.” 

“Right you are. ‘Slippers are one 
of our main features. Say, that arti- 
cle in the RECORDER hit us right 
where we live. We sell slippers 
every day in the year. One of the 
most profitable departments in the 
store. Ask our slipper manufac- 
turer and he will tell you that we 
are one store that sends in an order 
for slippers every day. 

“Why, we sell just as many in 
June as in December. We find that 
men out here in Southern California 
like their ease. When their feet tire 
they want to get into a pair of com- 
fortable slippers and relax. We sell 
a lot of felts because of our cool 
nights all year. 

“Did you notice our display case 
as you came in? We always have a 
good show case display and find that 
it sells a lot of slippers for us. We 
feature one of the best known lines 
in the country and that makes sell- 
ing easier. Men are quick to accept 
a line they know about.” 

“How about children’s shoes, Mr. 
Williams? The RECORDER has just 
had quite a symposium on that sub- 
ject.” 

“Yes, I saw that and enjoyed it 
all. Once more the RECORDER rang 
the bell with us. We are a little bit 
particular, almost fussy, about chil- 
dren’s shoes here. We carry only 
two lines—the best we can get. Long 
ago we threw out all the cheap stuff. 
Made a clean sweep and sold all the 
cheap, ordinary stuff in bulk to a 
job lot buyer. Put in the lines we 
now carry and will not consider any 
other. It does not pay to fool 
around with trashy shoes for chil- 





Mr. Williams always has slip- 
pers in his show case, sum- 
mer and winter. Men and 
women have got the habit of 
going to the Weggenman 

terie when they need slip- 
pers. 

He has several rules which 
he follows in merchandising 
children’s shoes. First, he 
says, have good shoes. Sec- 
ond, have plenty of sizes and 
widths, particularly narrow 
widths. Third, fit children so 
that the argument precedes 
the sale and does not follow 
re the shoes begin to 

u 








dren, not if you want to build per- 
manently.” 


“Do you put forth any special 
effort to win this children’s trade?” 

“Yes, we do. We give them the 
best service and the best shoes we 
can possibly supply. Every -child 
that comes here for shoes. gets ex- 
actly the same service and attention 
that is given to any grown-up. Our 
best salespeople wait on them. We 
pay as much attention to fitting a 
child’s foot as we give to the sale of 
the most expensive shoe for women. 

“Sizes and widths tell the story. 
There are all kinds of children’s 



















feet just as there are all kinds of 
grown-up feet. _It requires narrow 
widths and a complete run of sizes 
to give good service. Of course, we 
take advantage of the publicity given 
our lines of children’s shoes by the 
manufacturers. Mothers seem to 
know that the shoes we offer them 
for their children are all right. 
They have seen them advertised and 
they accept them without question. 


“And right here I want to say 


that it is not always the fault of the- 


shoe man if a child is misfitted or 
sold the wrong kind of shoes. Too 
many mothers insist upon buying 
cheap shoes because they want to 


save a little money. But they can- 


not buy them here. We refuse to 
take the responsibility of crippling 
a child because some mother wants 
to put a heavy, clumsy, cheap shoe 
on her little one’s foot. We tell them 
that we have the right kind of shoes 
and will fit the little feet correctly 
if they leave it to us and are willing 
to pay the right price. 
agree with the shoe man who said it 
is better to have the argument be- 
fore the shoe is sold than when the 
shoe begins to hurt. It’s a strange 
thing how some mothers consider 
such matters. Some of them will 
take a child to a dentist and spend 
hundreds of dollars to have a child’s 
teeth straightened but when it comes 
to their feet they seem willing to 
run the risk of crippling the child 
for life.” 

“You believe, then, that mothers 
make the shoe man’s burden harder 
when it comes to children’s shoes?” 

“Yes, indeed. There is a need for 
a lot of educational work among the 
women of the country. Women are 
the natural purchasing agents for 
the family. They budget their ex- 
penditures and try to economize all 
along the line. They get so in the 
habit of saving that they attempt to 
save on that most important item— 
children’s shoes—to the utter ruin 
and deforming of tender little feet. 
Their greatest hobby seems to be 


[CONTINUED ON PAGE 142] 
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HELEN 


Smart Pump for Growing Girls 









HIS attractive model is made 
in All-Over Patent Leather and 
can also be trimmed with Iridescent 
Patent which gives it a very aristo- 
cratic appearance. 








Also very popular in Black Satin 
trimmed with Patent Leather and 
in the latest Kid Leathers now in 


vogue. 
Made over 11/8 Block Heel and 
16/8 Spanish Heel. 


Three to Four Weeks Delivery 
TO ORDER ONLY 


LAMPE 


Shoe Co. 


SAINT LOVIS MANUFACTURER U.S.A. 
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Did You Ever Think of This? 


You probably have used equipment, shop- 
worn equipment, out-of-date models or prod- 
| ucts which you do not want but which some 
| one else would be glad to get hold of at a price 
| under the market. 


Classified Advertising in the BOOT AND 
SHOE RECORDER will move them quickly 
and economically. See Classified Section for 
Advertising rates. | 
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Arch Relief Models 


we" “SE 


Areh Bare Mod Arch Relief Model 
No. 8 The Majestic No. 8214—The Maramor 
An osama pattern ideally developed in Infinitely smart searcely describes this 
soft gloyelike Bleck Kidskin, two graceful charming four strap model, fashioned in soft 
straps banked on either side by artistic cut- Black Kidsk'n enhanced by just enough open 
outs make this medium round toe model work to make it the very essence of smart- 
the accepted favorite of your trade. The last ness, and so appealing to all that is fine and 
is No. 157, the heel 14/8 with rubber top feminine. The last is No. 157, the heel 
Widths AAA to D, s‘zes up to 10 14/8 with rubber top. Widths AAA to D, 
The Price 00 sizes up to 10. 
Arch Relief Model 1 & The Price $5.25 
o. e Majestic 

Same as obem. All Patent Leather. Areh Reltet Wesel “a 

Price $4.75 tet ee 

Fe Same as above. all Patent Leather. 


) he Price 85 
Asch wer 4 Model 
No. he Marion 


A Fags ee more en is this exclusive 
three button effect, fashioned from Black Arch Relief Model 
we oe the effect of a three — No. 6011—The Marvel 
— aes ESR ons Sean Se, A finely tailored oxford in soft Black Kid- 
Soatvtdualtee ne be. Lg ~ 1 | ~¥ skin, giving that grace, dignity, and smart- 
lief shoes. The last is No. 118, the heel ness seldom found in oxfords. Modeled over 
12/8 with waite Widths AAA to D a modish last that insures rfect fit. The 
‘ to 1 aa 7 last is No. 118, the heel 12/8 with rubber 
—— ihe Price $5.00 top. Wisthe AAs to B, ocr up to 10. 
Rel e Price . 

No S22i—-The Marion Arch Relief Model 
Same as above, all Patent Leather. 6010— 

The Price $4.75 The Price 85. 
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COLUMBUS, OHIO 
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SHOES 
BROCKTON, MASS, 
Address all communications to the factory 















“HIG ONLY” 


EAST WEYMOUTH, MASS. U. 




















NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N.Y., U.S.A. 
MEN’S FINE SHOES EXCLUSIVELY 
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factories and manufacturing meth- 
ods, with the intent to meet the 
increasing requirements of the big 
markets of the country. 

Recent developments in styles here 
reveal a large interest in oxfords 
and ties, especially in welt grades, 
and a continuance in step-in and 
pump patterns, ‘with buckle or bow 
trimmed pumps prevailing, and sim- 
ple strap effects, with new appliqué, 
pipings or like trimmings, in in- 
creasing favor. 

New welt shoes, as made in Lynn, 
are quite different in character from 
the welts of a few years ago. They 
are taking on the qualities of the 
light and dainty McKays. Their 
bottoms are light and flexible and 
their shanks slim and symmetrical, 
and they have wood heels. Watch 
welts for 1926, is the advice that 
several Lynn firms are giving. 

New Oxfords and ties show nov- 
elty tongues, such as tongues of 
alligator or lizard leather on Russia 
calf vamps, and the shoes having 
appliqués or overlays of the same 
material as the tongues on the quar- 
ters beside the lace stays. 

Pumps and step-ins reveal new 
color trimmings in the form of ap- 
pliqués, pipings, collars and inlays. 
Shoes of patent leather, black satin, 
black suede or black kid are bright- 
ened by pipings or appliqués of gold 
or silver kid. 

Some bows to. ornament these 
shoes are made of the same leather 
as the vamps, and the edges of the 
bows are piped with gold or silver 
kid. Even is there gold or silver 
piping on some of the appliués, but 
this is délicate ornamegntation. 

Similar treatment is given to 
shoes of brown suede or brown kid. 
While the appliqués are of delicate 
designs, yet they are also in infinite 
variety. The one strap patterns 
seem to serve best for such orna- 

mentation. When two or more 
straps are used, the shoes are apt to 
look as if they had an excess of 
straps. 

Ombré effects are had by making 


vamp collars.of the ombré hues, as. . 


well as by inserting bands of ombré 
leathers into the sides of the shanks 
of shoes. 

Fancy collars in scroll, angular 
and other patterns are made of 
leathers of contrasting colors or of 
reptile grains. Shank trimmings of 
alligator or lizard are to be seen on 
tan calf or brown suede calf. 
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HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
of 


SHOES and RUBBERS 
Every Wednesday and Friday 














PULLMAN TRAVELING SLIPPERS 4 


better"than ever in Quality and fit 
Orig we ae te oo 
IN GENUIN 

GLAZED KID _— 

1.40 i 

it te 

full sizes 3 toll in Stock 


M. GUSTIN CO. 








New York 








STOCK DEPT.5 


SNAPPY SNAPPY 
ACTION! STYLES! 


THE STETSON SHOE CO., Ine. Ss 


Seuth Weymouth, Mass. 














SNAPPY SHOES 
FOR YOUNG MEN 


Up to the minute Styles. Selling 
values unsurpassed. Priced to 
please. Investigate. 

CRAIG-REED & EMERSON, Inc. 


Brockton, 
Boston Office, 10 High St., Room 304 











> BRIDGEWATER 
WORKERS’ 
CO-OPERATIVE 
ASSOCIATION 


Factory, Bridgewater, Mass. 
Beston Office, 183 Essex Street 
Room 307 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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BEST-EVER SLIPPER CO., inc, BROOKLYN, N. Y. 
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Rigo act 


The Quality 
Pullman Slipper 
RED BLACK T. 


Swan Shoe Co., Baltimore, Md. 
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Modernistic or futuristic effects 
are had by the clever arrangements 
of arcs and angles of leather or V’s 
and angular or curved stitching, all 
to obtain alluring lines of decora- 
tion. By the way, through an im- 
provement in stitching, Lynn can 
now stitch fancy designs in com- 
plete circles or arcs of circles and 
cross them with straight lines. 


Brockton 


Men’s Bright Finished Tan 
Shoes in Demand 


The popularity of the light shades 
in men’s tan oxfords emphasizes to 
manufacturers the importance of 
high finishes for the uppers. Par- 
ticular attention is being given by 
Brockton shoe manufacturing con- 
cerns to this feature of production. 
Brockton shoes have always been 
famous for the beauty of their 
finish, both on uppers and soles. The 
great increase in sales of light 
colored shoes has increased in pro- 
portion the importance of a miror- 
like finish. Certain it is that the 
samples of light tans which are go- 
ing out from Brockton factories 
represent not only the greatest de- 
gree of skill and workmanship as 
regards fitting, trimming, etc., but 
a greater degree of perfection in 
upper finish than ever has been at- 
tained in Brockton factories. 


Haverhill 


It is the opinion of Haverhill de- 
signers that pumps will continue to 
be leading factors in retail shoe 
merchandising for months to come. 
Representatives of several concerns 
who are making calls on the trade 
say that pump patterns are popular 
everywhere. Improved fitting quali- 
ties through the work of last and 
pattern makers have stabilized the 
pump proposition. Careful study of 
model feet has given the “step-ins” 
a stay-on quality which brings the 
customer back to the merchant for 
another pair. Regarding colors, 
Haverhill manufacturers say that 
merchants have so many women’s 
black shoes on their shelves that the 
coming season may see a reaction in 
favor of lighter shades, such as 
blonds and tans. 


Philadelphia 

Shoe production shows improve- 
ment, with orders coming in more 
freely. There is an optimistic feel- 
ing for good retail trade this fall. 
The rubber business, according to a 








IN STOCK 

BLACK BALLET SLIPPERS 

Ladies’ 
$1.26 pr. 
Mise ee) 
$1.20 pr. 
Childs’ 
$1.16 pr. 


BLOG SHOE rapes S ~~ 
147 Duane St., New York, 








BALLET SLIPPERS 
BLACK VICI KID—IN STOCK 





Athletic Shee Mig. Ce., 124 N. Third St, Philadelphia 














QUALITY BALLETS— STOCK 


at 11 15 
2 ts 
1.35 


15c Extra request. 

Alse Men's and Wemen's Slippers of every description 
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recent survey, has shown an im- 
provement of about 20 per cent over 
the corresponding period of last 
year. 

One prominent shoe jobber here 
handling women’s lines reports that 
while trade is not especialy brisk 
there is still a fair demand for vel- 
vets. There is also some call for 
patent leather and in some quarters 
firms are showing satins. It is pos- 
sible that there may be some de- 
mand for satins after the call for 
velvets dies down. Patterns include 
buckle models, opera pumps and 
strap effects. Prices are firm. 

Monroe Brothers & Co. reports 
that there h4s recently been a slight 
improvement in trade, though real 
brisk business will not come until 
we have colder and more seasonable 
weather. In men’s lines the demand 
is almost entirely confined to tan. 
There is a noticeable trend away 
from extremes in elaboration and 
stitching. In women’s lines the big 
demand is for velvets. There is a 
little cal for patent leather. The 
demand for velvets is so much in 
excess of expectations that there is 
a little difficulty in maintaining an 
adequate supply. Almost all of the 
demand in women’s footwear is for 
black. Patterns include D’Orsays 
and strap effects. Prices remain un- 
changed. 

The A. S. Kreider Co. reports that 
its factories are booked ahead on 
high and low shoes, though the lat- 
ter predominate in the present situ- 
ation. The leading materials are 
patent and tan calf, though there 
have recently been some orders cali- 
ing for vici kid. The dominant de- 
mand, however, is for blacks. Ox- 
fords and strap effects are both 
being demanded. 

Orie large factory here reports 
that, while the big demand is for 
black, there is also some business in 
colors, especially in the light brown 
and tan shades of satin and kid. 
Suedes, alligator, satins and patent 
are all active in strap effects, step- 
ins and Colonials. 

C. R. McClellan of the Duane Shoe 
Co. reports that there has recently 
been a little decline in the demand 
for velvets, though they are still sell- 
ing fairly well. Patents have been 
selling well and there is some talk 
about suedes. The bulk of the de- 
mand is for blacks, though there is 
some talk in certain quarters about 
a coming call for tans. Patterns in- 
chude gores, operas and strap effects. 
There is a tendency toward the 
plainer effects. 
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Do Yeu Know? 
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the “Where to Buy” columns. This 
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saver in meeting immediate needs. 
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SHOE STORE SERVICE SECTION | 


Devoted to Findings, Fixtures and the Proper Display of Merchandise 


Show ’Em if You Want to Sell "Em 


By A. V. Fingulin 









| 





Editor, Shoe Repair Service and Assistant Secretary-Director, 


at a dry goods store to match 

a bit of silk the “missus” 
wanted. While the clerk was run- 
ning over the bolts of cloth looking 
for the exact shade desired, my eye 
sort of wandered about the store. 
What’s that I see on the counter in 
the next aisle? A small display case 
of shoe laces! 

Well, what do you know about 
that! In answer to my question as 
to how well they sold, the clerk re- 
plied: “Oh, yes, sir. You see, that 
case takes up so little space on the 
counter right next to the 
cash register there, and the 
shoe laces are so small that 
a woman customer can put a 
pair into her purse, or a man 
can put them into his pocket, 
as easily as they can the 
change. Yes, they do sell, 
and it takes just a moment 


(): my way to the train I stopped 


National Leather & Shee Finders’ Association 


needed some safety razor blades, and 
my mind turned to the cigar store 
across the street from the station. 
Safety razor blades in a cigar store! 
“Yes, of course, men use razor blades 
and shaving soap,” you say. “Logi- 
cal place to sell such things.” Per- 
haps that’s the way the cigar dealer 
felt about those shoe laces he had on 
display on top of his cigar case. 
‘Men need shoe laces. In front of 
the display he had a neat little sign 
reading: “Isn’t it tough when you 
break a shoe lace in a Pullman?” 
An especially appropriate and timely 


Recorder Merchandising 
Calendar for November 


November 2-7 


Check up on your orders for the Christmas 
stocks. Is anything missing? 


If you haven’t 


sign when you consider that the 
store was near that train station. 

And so I could go on telling how 
I found polish, corn pads and arch 
supports displayed in a drug store; 
polish in a grocery and even in a 
hardware store. But I’m not going 
to do it. 

Shoe supplies seem to be sold in 
almost every kind of store but shoe 
stores. Interesting and significant, 
indeed. But there’s more to it. 

You will note that wherever that 
word “display” appears in the pre- 
ceding paragraphs it is printed in 
italic type. Get the point? 
Here are stores that see 
business in shoe supplies. 
The profits look good to 
them. So good, that these 
stores put the articles right 
up on top of their shoe cases 
and in the most strategic 
places on the counter, where 











to call the customers’ at- 
tention to them.” 


DAY or so later a saw- 
toothed collar reminded 
me that I needed a fresh 
supply of neckwear. As the 
clerk led me to one of those 
tall glass cases showing the 
various styles of collars, we 
passed a display of brushes 
—hat, coat and—(?) yes, 
shoe brushes. “So you 
sell shoe brushes here, too, 
do you?” “Oh, yes,” was 
the clerk’s somewhat sur- 
prised reply, “why not? 
Dust on shoes is seen just 
as much as lint and hair on 
clothes. Nice things to have 
around an office,” by way of 
a little selling talk with 
which to follow up my in- 
terest. 
On my way to catch a 
train one evening I hap- 
pened to remember that I 


already ordered the holly boxes and special 
wrapping paper, these should have attention 
now. Have you the catalogs of the artificial 
flower houses? If not, get them and go over 
them varefully. Order promptly. Push rubbers 


and galoshes. 
November 9-14 


Remember to incorporate in the window trim 
some riate decoration for Armistice Day 
(Wednesday, Nov. 11). Have a sales conference. 
Discuss display and how best to keep the place 

the busy season. Run a 
Friday evening or Saturday 


in order Gung 
Thanksgiving a ni . , 
Put in a Thanksgiving window Fri- 


m 
day night. 
November 16-21 

This will be a busy week on the floor. If 
you have any time for the office, keep working 
ahead on for Christmas trade. Allow 
more than the usual time for delivery of any- 
thing you have to order. 


November 23-30 


Three more days of selling before Thanks- 
giving. Then a short breathing spell when you 
can do more desk work. You will want a sales 
meeting early in December. Make a list now 
of the subjects and give it in writing to the 
employees, so that they may come prepared 
to offer suggestions. 





customers cannot help but 
see them. In other words, 
those “foreign” stores are 
making people see those shoe 
supplies, making them ask 
for them, and they’re “get- 
ting away with it”—and 
with your profit. 

All this time the shoe 
store, the logical store to 
sell those things, is doing 
what? “Hiding its light 
under a bushel,” so to 
speak. The “foreign” store 
says, “Here you are. You 
need these things. Better 
buy them now while you 
have the chance.” The shoe 
store, on the other hand, 
either doesn’t carry those 
items at all, or if it does it 
is very much like the fellow 
who is everlastingly asking 
questions in a negative way. 
Instead of displaying that 
merchandise, it is hidden 
[CONTINUED ON PAGE 135] 
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That’s A Perfect Job! 


\ a marvel Repco Dye is for dyeing black, all kinds of russet, 
tan and other light-colored leathers. It is very easy to dye light- 
colored shoes a permanent jet black with Repco Dye. When dry, 
it can easily be rubbed up to a smooth, glossy lustre. 


The shoes will look as though they were always black. Repco has 
no offensive odor and is unaffected by water. 


Rerco Dye is now put up in convenient 24-ounce bottles. This 
new size is particularly adapted for home use. Your customers will 
welcome Repco as a means of getting longer wear out of their light- 
colored shoes which have become hopelessly soiled. Black polishes 
and pastes can be applied over Repco with excellent results. It will 
pay you to keep a supply of Repco Dye on hand. 








For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch: 859 Mission Street | 
_ J. K. Krieg Company, 39 Warren St., New York City 


When writing to advertisers please mention Boot anp SHoz Recorper 
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Figure 1—A background setting with appropriate symbols should be 

put in about two weeks prior to Thanksgiving. Artificial flowers and 

fruits are used, with a few harvest specimens such as pumpkins, 
squash, etc., here and there on the floor of the window. 


Holiday Trims Which Will Help 
Sell More Shoes 


normal business months of 

the entire year. There is a 
demand for practically every type of 
footwear the shoe merchant carries. 
While the weather may aid or re- 
tard business to some extent, the 
fact remains that the season has ad- 
vanced to such a point that the peo- 
ple find it necessary to buy. 

Many merchants have been plan- 
ning for the business to be done dur- 
ing this and next month, and al- 
though plans have been made, a great 
many of them are not being carried 
out by the merchants who made 
them. More often than not the rea- 
son for the failure to put the plans 
into effect is that business is good. 
The merchant is busy and he has not 
the time nor the inclination to oper- 
ate new plans. 

The busier the most progressive 
merchandisers are the more business 
they try to-get. They work along 
the lines that- when there is plenty 
of businéss to be done, that is, when 


IN) pox is one of the most 


By A. E. Edgar 


there is a demand for footwear, that 
is the time to make the most aggres- 
sive effort to get it. That is the 
whole secret of many successes. 
They never let down in effort no mat- 
ter how good business may be, for 
they know that there is always more 
to be done through persistent sell- 
ing effort. 

No merchant can afford to neglect 
his window displays during the best 
business seasons of the year. He 
should never allow other phases of 
his business to interfere with the in- 
stallation of selling windows. These 
are his best medium of advertising, 
whether he is located in a large city 
or a humble hamlet. When people 
are in need of footwear they spend 
more time in window shopping than 
when they believe their needs are 
supplied. 

The principle anniversary in No- 
vember is Thanksgiving, because it 
is an event that stimulates business 
for the shoe merchant. It is a time 


of family gatherings, and everyone 


wants to be shod in the most appro- 
priate fashion. Pride of appearance 
urges the tardy purchaser to no 
longer delay in purchasing the new 
shoes necessary for the winter. 

Thanksgiving should not be merely 
an event of a day or two. The shoe 
merchant should begin talking 
Thanksgiving at least two weeks be- 
fore the actual day arrives, and in 
many cases a longer period may be 
given to the Thanksgiving sales. In 
Fig. 1 a suggestion for an attractive 
Thanksgiving window setting is il- 
lustrated. With slight changes and 
additions this setting will serve for 
the two weeks previous to Thanks- 
giving Day. 


HE popular symbols of any event 

are the best to use in decorations 
for that event. They serve to beautify 
the display and are a constant re- 
minder of the event. They force 
upon the mind the needs for that oc- 
casion. They signify the fleeting 
days and urge-immediate action. © «’ 
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but also better trade. For people prefer to buy of—and be seen also 
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And further—shoppers the world over have more confidence in well- Fru 

groomed stores, more respect for the merchandise. For good appear- clud 

ance in a store naturally reflects careful management—better values— _ 

> ent 

and quality goods. - 
Modern, high grade, comfortable shoe store chairs— American Inter- y givi 
T locking Shoe Store Chairs—can be the greatest factor in giving your fusi 
i store an air of distinction—a background of prestige. These great T 
i P s 
15 years of experience offered free to you features Non 
For more than 15 years we have made a specialty of Shoe Store Chairs. Have pro- ee sme _ 
duced thousands of chairs—equipped leading stores from coast to coast. Gunner dembiieg thee corn 

Our designers and draftsmen—experts in their work—will suggest free, and with aod ee nese place 

no obligation on your part, an arrangement of chairs to enable you to serve more cus- Se ee the ; 

tomers with greatest speed and convenience and add greatly to the decorative effect. ae an aa see. dere 

Suggestions gladly forwarded by our Shoe Score Service department if you will write us. back 

Send today for our illustrated booklet, “The Shoe Store Beautiful.” It shows oe 

many attractive shoe store chair styles and installations. It will be sent you free. a ; 

ev 

e or cc 

pane] 

American Seating (Company : 

illust 

1016 Lytton Building Chicago, Illino's posed 

BRANCH OFFICES: low h 

NEW YORK PHILADELPHIA BOSTON stretc 

Room 601, 119 W. 40th St. Room 708, 1211 Chestnut St. Room 302, 69 Oanal St. typifi 
Than 








When writing to advertisers please mention Boot anv SHor Recorper 


October 31, 1925 











pe array rr a eer rarer rr 


Figure 2—An appropriate design 
for a decoration to be used for one 


or two days in commemoration of 
Armistice Day (Nov.11). A small 


window might be devoted entirely 


to this. 


The symbols most used by display 
men for Thanksgiving are the sym- 
bols of the harvest. These include 
the grains of the fields, usually as 
they are harvested from the fields, 
grains on the straw and corn on the 
stalks. The larger vegetables are 
also introduced because of their 
spectacular value in the display, the 
pumpkin and squash particularly. 
Fruits of every description are in- 
cluded, although the grape is more 
commonly seen. Flowers are inci- 
dental to most modern displays, but 
in the fall and to symbolize Thanks- 
giving they are used in greater pro- 
fusion than ever. 


HE setting in Fig. 1 is within 

the reach of all shoe merchants. 
None of the symbols or materials 
used will be found expensive. The 
background of the window, when a 
permanent background is already in 
place, may be used as the basis of 
the setting. It is advisable in most 
stores to cover this with a temporary 
background for the purpose of em- 
phasizing the event. This can be 
done by covering the entire back of 
the window with yellow crépe paper, 
or cotton or silk fabric. It may be 
paneled by the use of green strips of 
a similar material. In the setting 
illustrated the background is com- 
posed of wall board panels in a yel- 
low hue. Across the top a frieze is 
stretched in which Thanksgiving is 
typified. Printed crépe papers with 
Thanksgiving designs will make this 
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an easy matter, as any appropriate 
design obtainable locally will serve 
the purpose. 

The Thanksgiving window would 
hardly be complete without a turkey 
of some kind. This is introduced into 
this setting in the form of a cut- 
out. The wreath of flowers has a 
cardboard ring as the base, the flow- 
ers being attached to that. Daisies, 
chrysanthemums and other fall flow- 
ers are suitable for this purpose, as 
well as the brilliantly colored leaves 
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Figure 3—A “stunt” for window 

or interior display. To emphasise 

the fact that the shoes are “al- 

ways up to date,” the latest edi- 

tion of the local paper is displayed 

as indicated and the date under- 
lined. 
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of fall. In the side panels are hung 
bunches of grapes. These are now 
offered to the merchant at a very 
low cost by all artificial flower 
houses. If not obtainable, the mer- 
chant can cut out a grape picture 
from a lithograph or other source 
and paste it to the panel. The bowl 
of fruit completes the setting illus- 
trated. 

Armistice Day should not be 
passed over without notice. The dis- 
play for this occasion is not a selling 
one, and it should not be allowed to 
remain in the window more than 
two days. It is best when a special 
Armistice Day display is made to 
remove all the merchandise and give 
the entire window to the setting. If 
the window is large it may be divided 
into sections by dividers and the 
central portion given to a simple 
symbolic display. The sketch illus- 
trated in Fig. 1 is suggestive of a 
type of display for this purpose that 
will prove attractive, as well as show 
the merchant’s commemoration of 
the occasion. 


HE floor is covered with artifi- 

cial grass. The cross and circle, 
as well as the base, may be made of 
boards and painted white. A wreath 
in memory of the fallen heroes is 
hung on the cross, while the palm of 
Victory is laid at the base of the 
shaft. Draped flags are hung behind, 
crossed, or when a single one is used 
it may be hung flat. 

The merchant will find that little 
selling ideas, often called “stunts,” 
are effective business bringers. They 
get people to talking about the store 





















































Figure 4—The steps and platforms used in epusedtion with 


this wallboard background can be made of bozes. 


They pro- 


vide space for showing quantities of gift merchandise such 
as slippers, shoe ornaments and accessories. 






































Seige nie Seon ne eteerecereereeecinapret gen an 























182 BOOT AND SHOE RECORDER 






































O O 


Figure 5— A decorative design to 
be cut out of cardboard or wood. 
You can draw it on the material 
with a ruler and compass, or have 
it Pantagraphed up from this 
sketch to the size desired. 








and that is the most effective adver- 
tising possible, especially if it is 
commendatory of the merchant. A 
little idea is illustrated in Fig. 3 
which may be made a part of the 
window display or used in some 
prominent place within the store. 
The idea is used to impress upon the 
people seeing the little display the 
up-to-dateness of the footwear car- 
ried by the merchant. 

Instead of the ordinary showcard 
calling attention to the new styles, 
the local newspaper of the day is 
used, with the simple card reading: 
“Always Up-to-date.” The newspa- 
per is changed daily, and where an 
afternoon edition is available it 
should be used. If the date line of 
the paper is not prominent enough, 
a ring may be made around it with 
a crayon to make it stand out well. 


OVEMBER ushers in the early 

efforts for Christmas business, 
but it is usually rather half-hearted 
until Thanksgiving is out of the 
way; this leaves only three weeks 
for holiday sales. The RECORDER is 
taking this occasion to urge that the 
shoe merchant get his Christmas dec- 
orative materials ready in advance. 
Many merchants put this matter off 
each year until the time to use the 
materia!s is at hand, and then find it 
impossible to get them together. Let 
us urge that the Christmas settings 
and decoratives be made ready in 
November. 


The suggestion for a Christmas 
window offered in Fig. 4 takes into 
consideration the fact that often it 
is advisable to make rather stocky 
displays at this time. There is 
ample space allowed for showing 
quantities of gift merchandise, such 
as slippers, in addition to the foot- 
wear lines that may-be offered for 
the same purpose. It will be noticed 
that the steps and platforms’ are 
made in units to facilitate handling. 
These may be built-of boxes and 
boards to the dimensions desired. It 
may also be mentioned that this ar- 
rangement is merely- suggestive. If 
it is used it will give ample space 
for a small Christmas tree for the 
center of the window. 

The background may be made into 


ts ¥% % 





Figure 6— The fireplace is not a 
new Christmas decorative theme, 
but its charm is undying. This 
can be made of boards, covered 
with crépe paper in brick design. 


five panels instead of three, as shown, 
if the opening to the window is too 
small to allow the larger panels to 
be admitted, each side panel being 
divided into two. These are made 
of wall board on wooden frames. 
The pointed panel in the center has 
an appropriate Christmas poster for 
its decoration. If this cannot be ob- 
tained locally the giant 
candle illustrated in 
Fig. 5 may be used as 
the decoration, or any 
suitable Christmas dec- 
oration may be substi- 
tuted. The side panels 
have holly wreaths for 
decoration. The cut-out 
Christmas trees along 
the top may be made of 
cardboard or wall 
board, and are to be 
green. These are at- 
tached to the back of 
the side panels, as 
shown. 

This setting is at- 
tractive; and it is made 





in the Children’s Department. 
and fairy tale subjects always please. 
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of inexpensive materials, but it takes 
time to construct. It should not be 
left until the last minute to prepare. 
The individual units should be made 
ready for assembling when the dis- 
play is to be installed. 

The candlestick and candle illus- 
trated in Fig. 5 can be cut out of 
wood or cardboard. The candle 
holder should be painted black and 
the candle white, with the flame 
orange. The disc placed behind the 
flame should have a yellow center 
with the outer edge orange. As the 
candle and holder is a flat cut-out, 
it may be placed against the back- 
ground of the window without tak- 
ing up any of the display space. 


HERE is nothing so attractive 

to the kiddies as a fireplace with 
stockings hanging from the mantel. 
The shoe merchant can easily have 
this in one of his Christmas displays, 
The fireplace, in Fig. 6, is built of 
boards and imitation brick crépe 
paper is used to cover it. The pilas- 


‘ters and mantel are cut out of boards 


and set flat against the fireplace. An 
imitation fire within the fireplace 
will give it additional attractiveness. 
The youngsters are always at- 
tracted to pictures representing 
fairy and Mother. Goose tales. 
Humpty-Dumpty sitting on a wall is 
represented in Fig. 7. This may be 
used in the window or inside of the 
store in the children’s department. 
Humpty-Dumpty is cut out of wall 
board and painted. The wall is made 
of the same materials. Any local 
sign painter will be able to repro- 
duce this from the illustration. 


Show Card Designs 


A typical Thanksgiving showcard 
is illustrated in Fig. 8. Anyone who 
can handle a brush or pen can easily 
reproduce this. There are many de- 
signs on magazine covers and in 
illustrations that may be used in 
this manner. A tracing can be made 





Figure 7—Here’s Humpty-Dumpty. He can be 
cut out of wallboard and used in the window or 






Mother Goose 
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SOLID COPPER 


STORE FRONT 


did just that in Niles, Michi 
, Michigan,—wi 
of more than 100,000 only 30 Tip shopping center 


It is easy to make goo 
good merchandise “‘rin ” 
to the buying public in KAWNEER eet 


The 
KAWNEER 
Company 
3013 N. Front St 
Niles, Mich 


Let us send you this 
book suggesting a store 
front for your particular 
line of business—IT IS 


FREE ‘ 
E. Send me “Suggestions 


tor Your Store”. 
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ADDRESS 
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/ ToMerchants Going Into Mew Buildings 


A Kawnerr Store Front Will Help “Establish” You 
in Your Business 





“Clothes do not make the man,” but the _ greatest possible room for the display of 


people who pass your store appraise the —_ merchandise. 

quality of your merchandise from your win- KAWNEER, co-operating with your archi 
dows. The trend of new building and re- _ tect and contractor, can help you design the 
modeling of store fronts today is toward _ correctly proportioned front for your par 
distinctiveness of design, which offers the _ ticular location. 
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with tissue paper and this 
transferred to the card in 
silhouette form. 


Print Up Shoe Card Blanks 


The merchant should get 
many of his.Christmas show- - 
cards ready for use when 
needed. “Blanks” can be 
prepared even though the 
wording is not added. In 
Fig. 9 are illustrated four 
easy-to-copy decorations for 
Christmas showcards. Try 
enlarging some of these for 
the Christmas cards. 

It is not too early to pre- 
pare Christmas decorations 
and showcards. It is the 
wise man who has every- 
thing ready when it is 
needed, and especially at this 
busy period of the year. 





What’s in a Name? 


DENVER—Jack Cohen, manager of 


the Forsythe Shoe Co., selected a 


Show ’Em If You Want 


away somewhere. Just like saying 
to a customer, “You don’t want these 
things, do you?” The answer is 
“No” even before the question is 
finished. Because the customer 
doesn’t see the goods, or no effort is 
made to remind him of them, his or 
her answer amounts to a “No” as 
that customer walks out of the store 
—to buy those supplies elsewhere. 

“Oh, customers will ask for those 
things if they want them,” you say? 
Some will, but most of them won’t. 
The same reasoning would apply to 
the shoes you sell. “Oh, people will 
ask for the better shoes if they want 
them.” Some do and some don’t. 
And you know they don’t. That’s 
why, when you have a particularly 
good shoe of which you are proud, 
you play up that shoe in your ads; 
that’s why you feature it in the 
center of your window display. And 
your salesmen “talk it up” at every 
opportunity, pointing out how much 
better service the customer can get 
out of a shoe of that kind. 

That’s the point exactly—service. 

If it’s good business to display 
and sell good shoes which make cus- 
tomers satisfied; if it’s shoe service 
you are selling instead of just so 
much leather and other material, 
then it’s good business to display 
and sell. those things that will help 





Figure 8 — Silhouette 
illustrations for show 
cards. This type of 
picture can be made by 
tracing designs in 
magazines 


named 
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This shoe is a popular num- 
ber. with the younger set and 
is selling in great quantities, 
“The Charleston” is made in 
black velvet, patent, satin in 
the 12/8 cuban box heel and 
17/8 spike and retails for $5. 


Special Order 
Shoes 
DENVER—Gilbert & - Bull 
have twelve styles of Charles 


Cort shoes, from which 
special orders are taken. 





price tickets. 


four eyelet tie dress pump with four 
strips of braid across the tip and 
zigzag braid on quarter which he 
Charleston Pump.” 


“The 


[CONCLUDED FROM PAGE 127] 





The interesting piece illustrated 
was created by the Schack Arti- 
ficial Flower Co., Chicago, who 
can make it in any size up to 36 


inches diameter. The picture is 
painted on sky blue satin with 
stars and Santa Claus in full 
color. The foliage around the edge 
of the placque is of fine muslin. 
The oak leaves are frosted as are 
the tips of the real pine cones. 


Figure 9—It looks well 
to use a uniform de- 
sign on Christmas 
One of 
these is appropriate 


There are also a few styles 
of women’s shoes. . These 
shoes retail at $18. 


New Incorporation 


The Trufit Shoe Store of Cheyenne, 
Wyo., has filed articles of incorpora- 
tion. The company is capitalized at 
$25,000. 


to Sell "Em 


to keep those good shoes good and to 
keep those customers satisfied. You 
profit both ways. But show ’em if 
you want to sell ’em. 


Hensler Leases Gallavan 
Store 


ORDWAY, CoLO.—The Gallavan 
Store, one of the oldest business 
houses in this town, has been leased 
to Floyd F. Hensler of that city who 
has been with the company for the 
past fourteen years. The store has 
a number of departments. Mr. 
Hensler will himself handle the shoes 
and men’s ready-to-wear department 
and also have charge of the office. 
The Gallavan Store was established 
in Ordway almost a quarter of a cen- 
tury ago and was operated for sev- 
eral years as Gallavan Brothers, later 
being changed to the Gallavan Store 
Company. 


New Shoe Store 


The United Army Stores company 
has opened a store in Fort Morgan, 
Colo., at 218 Main Street. The firm 
has two stores in Denver, one in Fort 
Collins, one at Overland Park, Den- 
ver, and one in Colorado Springs. A 
shoe department will be maintained 
at the new Fort Morgan store. 
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The SHOW WINDOW por, 2utet 


A Monthly Bulletin WINDOW SHOW CARD DEPT 
devoted to Getting 189 W Madison St. 


More Shoes Sold Right Chicago 








GOOD There are two feature dates on the November 
oy ee Pee ++ calendar. November llth, Armistice Day, and the 26th 
Can make Novembereee which is Thanksgiving. 
Both of these dates deserve special attention 
SOS SC Ps and special windor featuring and if you will build 
ee we your month's merchandising efforts around these 
oe Serer ® two days-- mech can be made of theme 

t f ee 
ey of eee The week of November 2nd to 7th— 
rtun Is a good time for you to make special effart 
ee ae me to clean out all of the earlier fall yatterns that 

J are in your stock to make way for your late fall 

ae and winter goods which should be arriving shortly. 
It is also a good time to go over with the store 
force, the new samples of merchandise that will be 
coming in so that they may be familiar with it. 








Check over the sales slips of a year ago and 
t your goal for this month from those figures. It 
srth while to find ot just what merchandise 
d what weather conditions were, This 
comething to work ons 


vember 9th to 14th-- 





f 
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You Can Make Them BUY 
By Telling Them WHY 


Your windows are the guideposts of SUCCESSFUL RETAILING of 
footwear. 
Keep your windows up-to-the-minute and alive with real selling news 


and argument with the RECORDER’S WINDOW SHOW CARD 
SERVICE. 


Complete—efficient and inexpensive. 


A window without show cards is dumb. 


SEND IN THE COUPON 


What the Service Consists of 








With your order: Eight handsome display mat frames with your store name 


Recetas Stew Goet Eoevies, hand lettered. Four large 8” x14” and four small 6” x 12”. You have a choice 
nego, Hil a ere Shs of two colors—blue or green. A generous assortment of blank price tickets 


Recorder Show Card Service, 


Chicago, Ill. 
to match tae cards. Also special pen holder with pens and ink with instruc- 


Please enter our order for the ° ° ® f 
RECORDER SHOW CARD SERVICE tions on lettering price tickets. 


for one year from this date. We agree 
to pay you $4.00 per month for this Every month: Sixteen hand designed card in- 
z serts to slip into the mat board frames with a 
pd Me ee and = Chil- generous supply of blank price tickets to match a 
the cards with complete instructions for getting 

(Cross out lines not carried) the most benefit from the service, also selling 
We prefer the (Blue) (Green) Mat helps, etc. 
board frames. 

All for 


Letter onmr name on the mata as per 
copy attached to this coupon. 


The Recorder Show Card Service 


Room 607, 189 West Madison Street 
CHICAGO t os mm “ ILLINOIS 




















When writing to advertisers please mention Boot ann SuHog REcorpEer 





BOOT AND SHOE RECORDER 

















Here’s the way 
to show shoes 


for the Kiddies! 


ZOO Shoe Fixtures 


: 2 : > 
multiply the attention value of a window or 
interior display. Just picture to yourself how 
these unique shoe stands would look on top of | 
the shelving along the walls. Seven amusing 
animal subjects, as illustrated—constructed of 


three-ply wood and brightly decorated in 


lacquer. 
Set of 7, f.o.b. Cedar Rapids, $35.00 


Merry-Go-Round Shoe Shop 


(Patent Applied For) 

has proved over a period of two years that it 
has permanent advertising value—a feature that 
brings ’em in and brings ’em back. Saves floor 
space by eliminating fitting stools. Saves time 
in making sales. Sold to only one store in a 
trading community. $350.00 f.o.b. Cedar 
Rapids. > 

SPECIAL for NOVEMBER—a discount of 
$50 allowed on orders placed during this month. 


Write for particulars NOW 


Merry-Go-Round Shoe Shop 


858 South 18th St., East, Cedar Rapids, Iowa 








Effective Shoe Display 


Attention can be concentrated more 
successfully upon distinctive group- 
ings than upon an entire window 
full of foot-wear. 


The group of shoe display fixtures 
here pictured suggests the effective 
manner in which they could be used to 
sell quality foot-wear. 


In large windows they would serve 
to separate your high-class goods from 
the more ordinary kinds, and would 
impart the very atmosphere of ex- 
clusiveness that is necessary to the sale 
of merchandise of that character. 


Small windows are made doubly effective 
by a group of fixtures such as this—a back- 
ground of exquisite design and finish ; a hosiery 
stand, and shoe display units that are eye- 
compelling in attractiveness. Money invested 
in fixtures of this nature pays year ‘round 
dividends in sales. 


Our shoe store book will be sent 
free upon request. Send for your 
copy today. 


HUGH LYONS & COMPANY 
re Bich 


New York 35 W. 32nd St. 
Chicago 217 W. Jackson Blvd. 
Baltimore No. 1 Eutaw St. 
Boston 52 Chauncy St. 
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The women’s shoe department 

on the main floor of the new 

Wieboldt store. This view is 

taken from the main aisle of 
the store 
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[REUSE ee 


A close-up of the seats and booth 
shelving in the rear of the 
women’s shoe department,~ No- 
tice the mirror set in the square 
column to the left of the picture 


Carnival Marks Opening of New Wieboldt 
Store in Chicago 


A district of about a square mile 
was profusely decorated for the car- 


HE recent opening of a new 

store by W. A. Wieboldt & Co., 

who long have operated two 
other department stores on the north 
and northwest sides of Chicago, was 
made the occasion for a big carnival 
conducted by the business associa- 
tion of the midwest side, where the 
new store is located. This store has 
a frontage of a full block on Ash- 
land Boulevard, from Ogden Avenue 
to Monroe Street. 


The Harper & Kirschten Shoe Co. 
cooperated with W. A. Wieboldt & 
Co. in preparing this float 


nival, which lasted a week. In the 
evenings there were bands stationed 
at several corners and there were 
spaces set aside for street dancing. 
Among other features was the drop- 
ping of souvenirs and confetti from 
airplanes. 

The equipment of this modern 
store is remarkable not alone from 
the artistic point of view but also 
for the practical arrangement of 
displays and stock, minimizing the 
running to and fro of salespeople 
and facilitating quick, efficient ser- 
vice. 

Pictured above is the women’s 
shoe department. This is almost 
square in shape. Sale items are 
placed out on display tables. The 
space beneath these tables is utilized 
for stock. Higher grade lines are 


displayed in show cases. Some seats 
are set in the center of the depart- 
ment, handy to the bargain tables. 
Most of the seats, however, are in 
front of the booth shelving which 
flanks the department on two sides. 

The men’s shoe department is 
somewhat similarly laid out, on an 
upper floor. L. S. Brown is shoe 
buyer for this and the other stores. 


Frank Drufke, Chicago representa- 

tive of the Riley Shoe Co., collab- 

orated with Mr. Brown in designing 
this float 
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SOFT TOE BALLETS 


Right and Left Lasts 


Ohild’s’ 


White Kid 
30c. extra 


TOE DANCING BALLETS 


Wom. Miss. Ohild’s 
No. 618—Black Kid ... - SS. 4 $2. 75 oe 
608—Pink Satin . 3.35 


No. 
GYM SHOES 


In Black Kid 


IN STOCK — 


BROOKS SHOE MFG. CO. 
1725-35 No. 6th Street Philadelphia, Pa. 


West Distributing Branch 
264 Chamber eg Gomanerae Bldg., Los Angeles, Cal. 


“FLASH” 


Your white satin and brocaded 
shoes dyed any shade to match 
__ your customer’s gown 


IN 15 MINUTES 
Complete sets of 24 bottles 


$15" a set 


SOLD EXCLUSIVELY BY 


Jefferson Import Co., Inc. 


** Fashion’s First Port of Call’’ 


Marbridge Building 
34TH ST. AND BROADWAY 
New YorK CITY 
Importers of 


Shoe Materials and Novelties 
Buckles—Rhinestone Heels—French Mules 
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Pump Straps 
Slip on or off at will 


Made of ornamental 
braid and strong 2-ply 
elastic. Hand sewed. 
High grade throughout. 
Patent, Dull, Tan Calf, 
Black Satin, Blonde 
Satin. 

Dee PRs wacvuwes $5.40 
Metal Buckles, Rhine- 
stone Buckles, Rhine- 
stone Clasps, etc. 


LINCOLN. STORE SUPPLIES COMPANY 
1508 Washington Ave., St. Louis, Mo. 








Are so p.. adapted to the Lee of the 
fitt: worker and 80 

their production insvecaing qualities for the fitting 

room worker that they have become standard with 


ipteonesional “o% Co. 
H. C. Godman Co 
Nunn-Bush 


Provide the right amount of comfort to best 


They 
facilitate a maximum ote without fatigue. They 


last practically forever. 
Write fer Our Catalog and Free Trial Offer 


royal Metal Mfg. Co. 


23 8. Western Ave. CHICA 0. ILLINOIS 














A Real Chance for 
Real Salesmen 


A Pennsylvania manufacturer of long 
standing, making an especially high val- 
ue line of infants’, children’s and misses’ 
Goodyear welts and turns, desires repre- 
sentatives in Ohio, Indiana, Illinois and 
Michigan. Prices are right. It is not a 
‘cheap line, but good shoes at good prices. 


We want only those men selling the 
larger trade. We are not interested in 
the smaller accounts for our prices are 
figured on volume buying. Strictly 
commission basis. Seven per cent pay- 
able monthly. If interested, and you 
think we should be also, write giving ex- 
perience and references. 


Address K-833, care Boot & Shoe Re- 
corder, 127 Duane Street, New York. 
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Proper Fitting As a Basis for Repeat Sales 


When you have fitted your customer with 


a pair of shoes that grip the heel firmly, ‘ 
lay up snugly under the arch and allow the 


toes to lie in a natural, uncramped posi- 
tion, you are doing more than selling a 
pair of shoes 
— you are 


building a 


future busi- 
ness. 


In order to 
have _ shoes 
fit properly, 
first the last 
must be 
made right. 
Dr. Camp- 
bell’s Health 
Shocs are all 
made on combination lasts, and the back 
part will fit snugly around the ankle, heel 
and instep. All of these lasts have an 
over-width ball, which insures ample toe 
room. ' 
Years ago we found it necessary to im- 
prove the shoemaking in order to faith- 
fully reproduce in the shoes the exact lines 
of such good fitting lasts; and in order to 
do this, we have made the Dr. Campbell’s 
Health Shoes with flat leather counters, 
which are tempered by soaking in water, 
and in 
lasting 
the shoes 
.h.¢.s8.¢€ 
counters 
are pound- 
ed up by 
hand to 
the exact 
shape of 
the last. 
This is the 
onlymeth- 
od 


Stock No. 1122 
$4.60 


counters can be made to shape exactly 
like the last, and this is a reason why Dr. 
Campbell’s Health Shoes fit properly, and 
will build up a sound business of repeat 
sales. 

Of course, in addition to the wonderful 
fitting qualities of the Dr. Campbell 


Shoes, we offer attractive styles that are 
dependable and always salable. Dr. 
Campbell’s Health Shoes will not be out 
of style next month, and every pair is al- 
ways worth its full value. 


Your cus- 
tomers need Stock No. 1283 


never be $4.25 

without a 

pair of Dr. 

Cam pbell’s 

Health 

Shoes, _ be- 

cause we 

maintain a 

complete 

stock of 

these shoes 

at all times, 

and a great variety of material, and at 
present our Dr. Campbell stock consists of 
black kid, black suede, patent leather, 
brown kid, black satin, black velvet and 
fawn suede. 


All of these materials are picked and 
selected for their high quality, as you per- 
haps noticed that the John R. Evans 
Leather Company’s advertisement in last 
week’s “Boot & Shoe Recorder” specified 
that Dr. Campbell’s Health Shoes are 
made out 

of their Stock No. 1100 

“Ruby” 

kid. 

These 

shoes are 

truly 

worthy of 

your .con-” 

sideration 

—they 

will in- 

crease 

your prof- 

its. 

We will be pleased to submit samples of 
any of these goods without any expense to 
you. 


POWELL & CAMPBELL 


122-124 Duane Street 
New York City 





When writing to advertisers please mention Boot anv SHos Recorper 

















142 


‘Thoughts on Selling 
Slippers and Childrens 
Shoes 


[CONTINUED FROM PAGE 121] 


wear. They want a shoe that will 
last little Johnny or little Susie a 
long time, no matter how it may hurt 
the little feet. They insist upon 
buying heavy shoes for a child that 
ought to wear the lightest and most 
flexible shoes. They complain that 
the children wear out more shoes 
than grown people. That is easily 
explained. A shoe that hurts will 
be worn out more quickly than one 
that fits correctly and is easy on the 
foot. Children will kick them out 
on purpose. 

“We believe that the last place to 

economize is on children’s shoes. 
And we do not hesitate to tell the 
women that very thing when they 
come in here and try to save a few 
dimes for the movies or the beauty 
parlors. It seems to me that shoe 
men have a great responsibility in 
this matter. They are all in the 
same boat and they should stand to- 
gether and resist the attempts. of 
the false economists. Stand pat, I 
say, and sell good shoes, fit them 
right or don’t sell at all. If all shoe 
men followed that rule we would all 
profit and our work would be made 
éasier.” 
; Mr. Williams and the directors of 
the California Shoe Retailers’ As- 
sociation are working hard on plans 
for the next convention which will 
set a new mark for such affairs. 
The RECORDER is promised a complete 
résumé of the program within a few 
weeks. California shoe men have a 
way of doing things in an interest- 
ing and educational manner. The 
convention of next year bids fair to 
awaken new interest all along the 
line. 


Building a Style Plat- 
form -for Spring 
[CONTINUED FROM PAGE 96] 


sary for wear and comfort, and to 
be well groomed at all times several 
pairs of shoes should be in service 
at one time.” 
. The keynote of running a he-man 
type of men’s shoe store we reserve 
for next week’s issue, together with 
the presentation of “Costume Com- 
plete,” by Miss Olga M. Antenreith, 
who also forecast the trend in 
hosiery. — 

The luncheon period following the 


- 
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general discussion of fashion was 
made the opportunity of hearing 
briefly from the tanner, shoe man- 
ufacturer, satin maker, traveling man 
and retail merchant. 

The real handiwork of the confer- 
ence got into play when Jesse Adler 
read the men’s report. This was the 
first general style conference where 
the discussion of men’s shoes was 
given an adequate part, and the stim- 
ulant to men’s shoe selling is well 
pictured in the report. 

Frank King, representing the 
Travelers, indicated that the travel- 
ing man as a contact point between 
the manufacturer and the retailer 
is serving a function of education 
along the lines of getting more shoes 
sold right. 

John Holden, the new chairman of 
the N.S.R.A. Styles Committee, after 
extending the thanks of the gather- 
ing to Maurice Weiss, past chairman 
(who has since become a manufac- 
turer), read the feminine style re- 
port, which was punctuated with 
sharp definition as to the national in- 
terest in pumps, the place of pretty 
shoes in merchandising, and the need 
for close attention to the textile color 
card shoe colors. 

John C. McKeon indicated very 
strongly that radical changes are not 
commercially sound, and that mer- 
chants and manufacturers need to 
slip- into the new season’s business 
with the least amount of disturbance 
to stocks now already owned. 

Maurice Yoskins presented the 
children’s report indicating that 
juvenile footwear has reached a style 
position in the trade of major im- 
portance. The meeting concluded 
with the presentation of a resolu- 
tion against the guaranteeing of ma- 
terials which was supplemented by 
the reading of a crisp resolution by 
the National Boot & Shoe Manufac- 
turers Association which had been 
drawn up in separate session the 
night previous. Further sidelights 
and high lights of the conference will 
be found in the following issues of 
the RECORDER. 


Leather Week Nov. 2-7 


Centers Around Display by Mar- 
shall Field & Company 


The American Leather Producers, 
Inc., representing all the makers of 
leather, have arranged with Mar- 
shall Field.& Co. for an extensive 
and comprehensive exhibit of leather 
on the fourth floor of their great 
store in Chicago during the week of 
Nov. 2 to 7, inclusive. 

There will be a display of practi- 
cally every article that is made of 
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leather. The major part of the ex- 
hibit will be devoted to shoes and 
every type of shoe will be shown and 
every kind of leather that it is pos- 
sible to think of, from the dainty 
slipper to the logging boots of the 
Northwest. 

There will be a demonstration of 
shoemaking, a part of the custom 
shoe department of the Marshall 
Field store, together with a com- 
plete shoe repairing shop in opera- 
tion. 

At specified times during the day 
attractive models will exhibit the 
latest vogue in shoes. Style trends 
will be shown, both in men’s and 
women’s shoes, and in every case the 
leather going into that shoe will be 
demonstrated by someone competent 
to talk on the subject, the tanners 
supplying the leather in the whole 
pieces and in very many instances 
showing the hide and the method of 
producing the leather, together with 
the agents that make leather, such 
as the barks and woods and the 
chemical ingredients that go into 
leather. 

There will be exhibitions of every- 
thing made of leather—gloves, bags, 
trunks, cases, saddlery, harness, 
sporting goods, wearing apparel, 
even machinery belting will be dem- 
onstrated, from the large belt that 
goes into the factory to the small 
piece of leather that turns the fan 
in a flivver. 

There will be moving pictures on 
the subject of leather, talks on 
leather, and the radio will carry the 
leather message. 

Large advertisements, almost page 
space in size, will appear in the 
Chicago papers daily in regard to 
this leather exhibit, and it is pre- 
dicted that several hundréd thousand 
people will pass through the show 
during the week. It will not be only 
interesting to the adult but highly 
educational to the coming genera- 
tion as instructive in commercial 
geography, economics and natural 
history. 

The retailers in Chicago of leather 
articles will cooperate to a very re- 
markable extent in staging exhibits 
in their windows and talking leather 
during the week, and the news will 
be broadcasted to the world to show 
how indispensable to your daily life 
is leather of every description. 


BostoN—Thayer McNeil Co.’s 
men’s shoe department, as well as 
its women’s shoe department, has 
been selling many bright scarfs, 
which they are featuring beside gay 
patterns in hosiery and light tan 
sport shoes. 
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ID you ever face this fact? Not every 
woman in the world wants style above all 
else. There are still thousands of women right 


-in your neighborhood who want comfort, too. 


Get that business—with Johansen Feeture Arch 
Shoes. They combine perfect, healthful com- 
fort with the smartest new patterns, following 
the style trends of the moment. They bring you 
business you haven’t had before. The Feeture 
Arch is rigid as the foot bears down; flexible 
when it is in motion. The Feeture- Fit Heel 
hugs the wearer’s heel firmly and fits and clings 
like a glove! 


JOHANSEN BROS. SHOE CO. 
ST. LOUIS 








The “Marilyn”—No, F-242 
—tThe three strap patent colt, on 
“Ritz’’ Feeture-Fit last. 13/8 
box covered heel. Uskide top 
lift. Sizes to 10, AAAA to C. 
Turn edge welt. Same 


The “Marilyn”—No,. F-243 
—Three strap pattern in select 
black kid. 13/8 leather Cuban 
heel with rubber top lift. Sizes 
to 10, AAAA to C. “Ritz”’ Feet- 
ure-Fit last. Extension edge welt, 

$5.90 


comes in black satin. 
244, with 13/8 full Louis “heel. 
Uskide top lift $5.90 


The “Maida”—No. F-245— 
Black satin two strap with black 
<a stitched design on throat of 

p. ‘“‘Avenue”’ om tig last. 
15/8 ew izes to 
AA Ture edge welt. 


Nor F246 is Diack patent colt, 
$5.90 


same last, heel, sizes 











OHANSEN 


Feeture Arch Shoes 


E FEETURE-FIT HEEL 


Look for trade mark 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth 
page per issue: 
Space ltime T7times i13times 26times 6&2 times 


1 in......$5.00 $4.00 $3.50 $3.00 $2.50 
2 in......10.00 8.00 7.00 6.00 5.00 
3 in......15.00 12.00 10.50 9.00 7.50 
4in......20.00 16.00 14.00 12.00 10.00 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 
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SALESMEN WANTED 








WESTERN PENNSYLVANIA, OHIO, MICHIGAN 


‘e want e ppertenect salesmen to cover the above territory. We make unlined UNION 
STAMP WORK SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. 


Write for particulars, giving references. 
NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


REAL PRODUCERS 


We want young “live wire” salesmen in 
different territories, all over the coun- 
try, whe can make real money for them- 
selves and for us. A line of snappy 
shoes for men with a “doggy” stylish 
appeal that dealers can sell with profit 
—real novelty footwear for men that 
ean be bought in sizes. Shoes to retail 
nee to $5.00. Send references and 
with first letter. 


a 








lon f, 4 


Act ‘quick! 
BRILLIANT BROS. SHOE CO. 
190 Lincoln St., Beston 





Some First Class Salesmen 


serving good credit and volume retail accounts are adding consider- 
ably to their earnings by also selling from a 25 sample line of chil- 
dren’s medium grade stitchdowns made in a specialty factory here- 
tofore dealing with wholesalers. One of the best combinations of 
design, service, and price are being made. More salesmen of this 
type are wanted for territories not yet filled. Straight commission 
only. State age, references, and names of other lines now carried. 
Promptly address B 746, care of Boor AND SHOE RECORDER, 207 South 
Street, Boston, Mass. 














SALESMAN WANTED 


For Kentucky and Southern Ohio with 
headquarters at Louisville or Cincinnati. 
Reply by letter only, giving full details 
as to previous road experience and refer- 

ences. THOM ER SHOB CO., 
18 Station St., Boston 20, 

















Wear lin oplenmen with onmeriense to o- 
our ine in cities. Making nov 
SALESMEN WANTED eat McKay © to retail at $5; will I sepa 
new new batters ° cen 
to represent Boston house specializing on letai 
Women's pe eT hy B.709, c/o Boot and ware eter. 207 South Canisteo, N. Y. 
‘es ’ 
sis preferr ress A 
5 el Be aoe ta sat ding ye 
8t., sng - 1/5 and stitchdowns 2/11; popular Shoes, same as he made with Venor & 
ity shoes in stock. Good territories isontaeeny, and ~benreler 
ict, 7 Give full particulars. Rochester, N. Children, 
SHOE SALESMER: Brook! high smd 
turn manufacturer. Should have lowing. 


and Growing Girle in stock. Women’s 
Cuban wickly. 
Territory optional. Can start at once. 


Heels made q 
Write, territ and ae lin 
olrried. “Comank aed 
$ unity for good smen. -.Eeman, . 
Schenck Avenie, "Booklyn, N. Y. 


Ed. Venor Making Shoes 











Sw 5 
Co., 420 St. Paul St., Rochester, 








Commission 
Ed. Venor Shoe Manufacturing 
rp. 
Canisteo, N. Y. 





























WANTED for Western Pa. and Eastern 
Ohio, a salesman with an established trade 
who will take our lines on a straight te com- 
mission basis and finance hi ts 
monthly. The best selling lines “made in this 
Country are carried in stock. In your first 
letter tell us in confidence for whom you are 
working, the amounts of your shipments for 
two or three years and your age. desirable 
eastern New York territory also 


ked and 
will. Ganace himself. The Hard. io Fingeraid 
Shoe Co., Utica, N. Y. 





WANTED, salesmen to carry a_ side line 
consisting < ten samples, resenting six- 
teen styles of Men’s Goodyear Welts retailing 
at from $4.00 to $5.68 iy B. carried in moe. 

references with first Address B 
720, care Boot and Shoe Reorder, 207 South 
Street, Boston, Mass. 


EXPERIENCED SALESMAN for jobbers’ 
4 line to the retail trade for New 

Yor rooklyn, _—_ and Connecti- 

cut. Adder B-722, care Boot and et. Re- 
corder, 127 Duane St. New York, N. 





SALESICAs wanted by old established aes. 
lish Manufacturer to a 


tunity ng man with 
Address eR care 





WANTED: Salesmen. Live wires, ambitious 
and willing to work for big returns—to 

sell smart line of Rochester (N.Y.) made 
Goodyear Welts in patents, satins and latest 
materials and patterns to retail trade at $3.65 
to $4.50 wholesale. Li commissions, 
monthly settlements. To go with _non-con- 
flicting turns or McKays. Territories open: 
Chicago and outlying nope 5, Rasteree and 
Tilinois outside Chicago; | W msin, Minne- 
sota, the Dakotas dress Lay 743, care Boot 
Shoe Recorder, 207 South St. mi Boston, Mass. 


Waa ae in the Rivas territories: 

New Orleans’ to 
baie a wobber’s line of “Women's and Chil- 
dren’s Novelties on a commission basis. Ad- 
dress B-736, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 





RESIDENT state salesmen who want a men’s- 
specialty welt proposition that means money 
to them and reorders for retailers and them- 
selves. Only three shoes, carried in’ stock, 
constitute Ene. Selling with genuine success. 
since it was first introduced over a © ps te ago. 
Commission basis only. Write to 

Room 76,:127 Duane St., New York, N. ¥ 





WASTED aoe working road man, travel’ 
Georgia by auto. Factory lines Chil- 
dren’s and Growing Girls. Must reside in ter- 
ritory. Address B-738, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 





WANTED—Hard working road man, travel’ 
Missouri and Kansas by auto. Factory 
lines Children’s and Growing Girls. Must: 
— in_territory. Address B-739, care Boot 
& Shoe fm ag 207 South St., Boston, Mass.. 
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FOR RENT 


FOR RENT 





WANTED, experienced salesmen for Brook- 
lyn and State of Jersey by a growing 
New York lesaler of women’s and children’s 
full Enes of novelties and staples. Dra 
account. Write and give full reference. 
communications confidenti Address K-832, 
care Boot & Shoe Recorder, 127 Duane St., 
New York, N. Y. 


~~ POSITION WANTED 


position WANTED—Buyer or M % 
Young Man 32 years old—15 years shoe 
experience desires position in above named 
capacity with live wire organization. Address 
B-727, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 




















Department to Manage or Lease 


Wanted by experienced department 
buyer and manager the job of running a 
department doing $150,000 or more, 
where right sort of buying and mer- 
chandising will increase your business— 
or will take lease on good department 
location on first floor of store. Address 
B 740, care Boot and Recorder, 207 
South St., Boston, Mass. 








POSITION WANTED 


A man with thirty-four years’ experi- 
ence in factories making men’s, boys’, 
and moccasin footwear open for position 
of superintendent. Can act as pa Sa 
style and quality man. Best of refer- 
ences. Address Box B 745, care Boot 
and Shoe Recorder, 207 South St., Boston, 
Mass. 




















HELP WANTED 












Attention 
Wholesale and Retail 


Shoe Salesmen 


We have a good money making 
proposition for- you that will not 
interfere with your present occu- 
pation and have the approval of 
your employers. Not a side line, 
land, oil or stock selling scheme, 
in fact, we have nothing for you 
to sell. Write for details to B744, 
c/o Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














YOUNG man “having thorough knowledge 
and thirteen years’ experience in manufac- 
turing end of b is of connect- 
ing with progressive concern. Has supervised 
commissary, order, o—-. 
stock and returned goods, de- 
partments. reg ee | thirty-two years. of age. 
Can give best of references, Address B- 741, 
care Boot & Shoe Recorder, 189 W. Madison 
St., Chicago, Ill. 
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A NEW YORK OFFICE 
IN THE BEST LOCATION 


_ You can now secure a New York City sales office and 
display room in the best location in the largest shoe 


buying center in the world. 


Suitable for a substantial line alone or for two non- 


competitive houses. 


For details address: 


B732, c/o Boot and Shoe Recorder, 
127 Duane St., New York City, N. Y. 








NEWARK 
City of Opportunities 


Locate in one of the fastest growing 
cities in the East. Four very beautiful 
new stores in the heart of a fast grow- 
ing business section for rent. Suitable 
for shoes, millinery, children’s wear, 


hosiery and underwear, etc. Rental 
$200 per month. 
KENARICKS’ 
438 Springfield Ave. Newark, N. J. 
Terrace 0423 











FOR RENT 


Two offices—12 x 16—in very 
convenient location opposite South 
Station. Can be made into one 
large room if desired. Could be 
used for a sample room and office 
or for office and small stock room. 


Rental very reasonable. 


Apply—BEACON WOOL CO. 
No. 232 Summer St., Bosten 

















BUSINESS OPPORTUNITY 















LINE WANTED 





An Exceptional 
Opportunity 


A leading apparel house of 
nearly a hundred years’ stand- 
ing in New Orleans is erecting 
a modern store in the heart of 
the retail district. 


It is prepared to offer about 


2,500 square feet of floor space 
to be operated on a leased basis 


dren’s shoe department or both. 
Address K-803 care of Boot and ~ 
Shoe Recorder, 127 Duane 
Strest, New York City. 





WANTED by live wire salesman, sna 
popular priced line women’s novelty Mc- 
Kay’s, wide ankles, men’s welts, New York 
City, New Jersey, in stock, commission basis. 
Address B-742, care Boot & Shoe Recorder, 
207 South Street, Boston, Mass. 





LINE WANTED. For Oregon, Washington 
and Catfornia. Women’s McKay novelty 
line of Cincinnati, St. Louis, or Lynn. Must 
have price and appeal large trade. Can guar- 
antes results to Manufacturer desiring to in- 

ase best Retail trade. Address F. B. Swan, 
313 3 Third Ave., Seattle, Wash. 





WANTED ON CONSIGNMENT. Have 
space for Shoe ment. Want low 
price Substantial Shees Men, Women and 
Children.. Will make returns Semi-Monthly. 
Responsible firm. Write Box 92, East Des 
oines, Iowa. 








WANTED TO PURCHASE 

















FOR SALE 


Pana SALE. Old established shoe store in 

’ rw with stock, modern fix- 

fae aa tt reasonable rental. Address 
PO. Box 529, yA oman Conn. 








FOR SALE—One shoe show case, four shoe 
a table, chairs, a filing cabinet, 


Co., 115 East 
roo ‘St. New York City. 








= “4 
letter. a — maa ~ ty jo~ Fy ont i, Reply 
St, New York City. 





Ass excellent chance . a 
store system- to Be, their own 
shoes in Brockton at a reasonable cost. A 
omy & concern needs additional o ST a It will 
pay to investigate. Address B-733, care Boot 
= Shoe Recorder, 207 South St. Boston, 
ass. 





oo 


THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. Y. 
Phone—Canal 6874 
poy | Senet steer | cast 
BUY ENTIRE STOCKS CASH 
Bargains in shoes always hand for 
special sales and Gaateie besements 








FOR SALE 












Stitchdown Shoe Manufac- 
turing Business 
located in city of 
tion for sale. For- 
Boot and 











HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
ew =e or slow sellers. uantities 

Retail or whol e. Short 
[ik oe taken off your hands 


Wire or one us. 
confidential.” Established 1890. 


GLAUBERG 
436 Grant 51 Street, New York City 
We oy purchase clothing, hats, fur- 
nishing goods. etc. Dry Dock 035? 
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MISCELLANEOUS 


MISCELLANEOUS 


MISCELLANEOUS 
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Money 
Maker 
for the Dealer 


Improved Featherweight 
ICE-CREEPER 


lier when icy weather comes, Retaile 
he be ‘ Made in 3 sizes. No, 1—for 
or rubbers. , 
No. 3—-for men’s 
your 
them we'll 


MFG. CO. 
278 Thorndike Street, 
Lowell, Maas. 





Metal Shoe Fitting Stools 


and Floor 
Mirrors 


Write for 


SS 
wie t THE CHICAGO 
wna'tries WIRE CHAIR CO. 


621 N. La Salle Street, Chicago, Ill. 














WANTED TO PURCHASE 








CASH PAID 


tor entire shoe stocks or s us stocks 
of shoes or other merc . Any 
quantity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N. Y. 
Phone Spring 1443 





Milbradt Rolling 
Step Ladders 


are made in a great many 
suit all kinds 


2416 No. 10th Street 








WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 
933 Arch St. 
PHILADELPHIA 


Are Business Getters 
Send for Catalog and Prices 














—_ retail sale draw business in the 
things and will shift its patronage to get them. 
if you can use them now or if not cut out and file this advertisement for future use as we 
do not advertise every week. 
DAVIDSON GRAPHIC ART CO., 542 Steiner St., San Francisco 


ORIENTAL PREMIUMS 


Such as Japanese fans at $15.00 per gross, Box Incense at $16.00 per gross, Soldier Pop 
Guns at $23.00 per gross, Letter Openers at $9.50 per gross, etc., when given away with 
face of competition where price cutting and advertising 
The public is not always sure of its judgment of values put it always likes nice 


Send for photos of these and other items 











r 





nN 


CLICKER 


DIES 


34 inch at 12 cents per 
running inch. 
14 inch at 17 cents per 
running inch. 

Minimum 15 Inches 
PROMPT QUALITY 
DELIVERY GUARANTEED 
FOLEY & HALLQUIST 


1313 North 7th St. i: 
ST LOUIS MoO. 








cy ee (ARTON 


abels 


We design and print most 
of those used by the Shoe Trade 


Complete al ‘of samples on request 
OL yl. 
Ji 


0 PLANT: BROCKTON M 


OFFICES an 
a 2 ESSEX 











CASH PAID 


for shoe stores or surplus stocks of 

shoes or for other merchandise. 

taken over. We will send a repre- 

sentative to investigate and make 

offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








We buy quick and pay highest cash 
price for retail and wholesale stocks 
of shoes or any other merchandise. 
Quantity no object. 

For 30 years our specialty. 

Bank and mercantile references. 


BROOKLYN "Sakae SYNDICATE 
death Ww. Proprietor 
Phone Pulaski 1798 














FOR CASH 


We offer you cash for surplus shoes, slow 
sellers, and manufacturers’ cancellations. 
Also buy entire shoe stocks. terms, 
25 years in the jobbing business. 
MARTIN POSNER & CO. 
8326 Church St., New York, N. Y. 
Phone Walker 5846 








Made Onty of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catelog 
Me fat 
CIN GINMAT!, ©. 


ret Senin Besse 
TONKEN } 
\ ESTABLISHED 1880 











IDEAL ROLLING 
LADDERS 


are 
25% Cheaper 
and Guaranteed 
Write for Oatdog 
ture 
St. Louis 
. Mo. 


Buccess 
Corp. 








on 
© 


ATTRACTIVE 
SHOE CARTONS 


AND 


LABELS 


tor the exclusive shoe trade 


PRICE-SERVICE-QUALITY 
THAT SATISFY 


—— Fe) ¥ ON ee ; 


eT RS a anELS Xe 

77's LEXINGTON AVE. 
BROOKLYN N.Y 
G A I SHOL CARTON *& 





Wash 
versal 
showr 
ist, at 
cian. 

Coolic 
had le 
dent c 
Coolid 


Const: 
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“FIRST QUALITY” PLA 


CIRCLES FIGURE 8 


PEERLESS PLATE GLASS DISPLAYERS FOR EVERY SHOE WINDOW 
TE GLASS IN FIVE SHAPES 
EDGES GROUND AND POLISHED 


OBLONGS 


% IN. THICKNESS 


SQUARES OVALS 





18”x36” 





+ 19 WEST 24th ST., NEW YORK 


PEERLESS DISPLAY DEVICE CO 
Boxing Glass Charges, Orders Up to $10.00 Charge $2.00 Over $3.00 


oS 


$ .65 s”x10”..$ . 
85 9”x12”.. 


10x18.. 
0.. 








Boot and Shoe Club Opens 


The Boston Boot and Shoe Club, 
in its 228th meeting, struck the key- 
note, “New England Night,” with an 
attendance that crowded. the banquet 
hall at the Hotel Vendome, Boston, 
Oct, 21. 

President John A. Gardner ush- 
ered twenty new members into the 
club, indicating the growth and. de- 
velopment of this trade social organ- 
ization. 

In appreciation of the public ser- 
vices of the late fellow member, 


FREDERIC M. HAYNES 


Club Treasurer, Who Received a 
Purse of Gold in Recognition of 
His Services 


Louis A. Coolidge. Hon. Robert A. 
Washburn pictured the remarkable 
versatility of Mr. Coolidge, who had 
shown high proficiency as a journal- 
ist, author, business man and politi- 
cian. The tribute paid the late Mr. 
Coolidge indicated that public life 
had lost a great champion. As presi- 
dent of the Sentinels of America Mr. 
Coolidge’s work on upholding the 
Constitution goes on and on. 


The charming section of the eve- 
ning’s program was the essay by 
Frederic M. Haynes, treasurer of the 
club, on “How to Keep Young as the 
Years Roll By,” and he was presented 
a purse of gold by the club in token 
of his quarter of a century of faith- 
ful service as club treasurer. 

The address of the evening was 
“Industrial and Economic Conditions 
in New England,” by Irving S. Paull, 
business analyst from Washington, 
D. C. After showing New England 
its true position in shoe service, he 
recalled to the club’s attention the 
fact that “in 1647 an association of 
shoe manufacturers in Boston man- 
ufactured shoes with such excellence 
that they sold for twice as much 
money as the competing English 
product. It was on such a basis that 
the shoe industry of New England 
was built. I believe that it will be 
only on such a basis that it will be 
rebuilt.” His address made a pro- 
found impression on the gathering. 


Fancy Eyelets 


The most interesting news in eye- 
lets today is the number of fancy 
eyelets that are being used in shoes, 


mostly men’s brogue shoes. Fancy 
shoe eyelets are not new for such 
eyelets were made at least fifteen 
years ago. After a period of twelve 
years, with little demand, about three 
years ago shoe manufacturers began 
calling for something different in 
eyelets. This has resulted in the add- 
ing of new designs, and there has 
been a steady increase in demand, 
last September being the banner 
month. There is now quite an as- 
sortment of special designs to choose 
from and, therefore, no difficulty in 
finding something that will look at- 
tractive on the shoe and give the ef- 
fect desired. This is strictly a style 
proposition which may change over 
night, but at the present time there is 
a brisk demand which is well taken 
care of by the eyelet manufacturers. 


147 


Merchants Discuss Cooper- 
ative Buying 


BostoN—The fall meeting of the 
Massachusetts Retail Shoe Mer- 
chants Association was held on the 
evening of Oct. 21, President D. F. 
Sullivan of Fall River in charge. 
Secretary-Treasurer Fred W. Small 
of Boston had performed well his 
work of getting the crowd together 
and, despite the fact that there were 
two other important trade meetings 
on that evening, 48 sat down to the 
dinner that preceded the business 
program. 

The program was an interesting 
one, preceded by a talk on “Hosiery 
Merchandising,” by J. J. Murphy, 
editor of The Hosiery Retailer, of 
New York, and an open forum of 
discussion. “Cooperative Buying,” as 
one of the inducements for an in- 
creased membership, occupied at 
least one-half of the evening. Henry 
Hagan was a strong advocate for the 
plan, and after lengthy arguments 
pro and con the meeting adjourned 
without any definite steps being 
taken to put same in operation. 

Irving B. Howe, N.S.R.A. Re- 
gional Director, made a strong plea 
for more national members from 
New .England, and for a good at- 
tendance at the January “meet” of 
the national. He very cleverly an- 
swered the query of the disinter- 
ested-in-membership, “What Do I 
Get Out Of It?” 

President Sullivan presided admi- 
rably and told of his experience of 18 
odd years as president of a coopera- 
tive buying. group. He reminded the 
association that no business can be 
conducted today without particular 
attention to detail. He announced 
that the directors had adopted the 
plan of two general meetings a year, 
with the next one scheduled for next 
spring. 

Practically every phase of hosiery 
merchandising was covered by the 
speaker of the evening, Mr. Murphy, 
and his talk was followed by a gen- 
eral discussion of the advantages of 
cooperative buying which, on full- 
fashioned hosiery, said Mr. Murphy, 
would effect a saving to the partici- 
pating buyers of about 15 per cent. 
During the round robin talk, the 
principal proponent of the coopera- 
tive plan of buying was Henry E. 
Hagan, while firmly against it was 
Harold F. McNeil, of the Thayer, 
McNeil Company. Mr. Hagan fa- 
vored the association taking some 
definite action looking toward pool- 
ing their buying interests, but the 
meeting ended without vote. Few of 
the members seemed to favor it. 





————— 


Boor 


AND SHOE RECORDER 


October 31, 1925 


INDEX TO ADVERTISERS IN 





BOOTS AND SHOES 


Adams, F. E., Shoe Co., Seabrook, N. H. 1 
Alden, C. H., Co., Abington, Mass........ 40 
Alden, Walker & Wilde, Inc., E. Wey- 
mouth, Mass. 
Athletic Shoe Mfg. Co., Philadelphia, Pa. 125 


Bancroft-Walker Co., 39 
Bates, M. H., Co., Brockton, Mass 149 
ao es a Slipper Co., Inc., Brooklyn, ian 


Blog Shoe Findings ‘Co. New York City.. 125 
Bridgewater Workers’ Co-operative Ass'n, 
Bridgewater, Mass. 124 
Brockton Co-operative Boot and Shoe Co., 
Brockton, 1 
Brockton Shoe Mfg. Co., Brockton, Mass. 
‘Brooks Shoe Mfg. Co., Philadelphia, Pa.. 140 
Brophy Bros. Shoe Co., Boston 
‘Burkley Shoe Co., Brockton, Mass. 


Central Shoe Co., St. Louis, Mo 


Churchill & Alden Co., Brockton, Mass. 
4th Cover 


Clapp, ap sie & Son, Inc., E. Weymouth, 
Mass. 


man, 
‘Conrad Shoe ‘Co. B 
‘Coon, W. B., Co., Rochester, N. Y....... 112 
Craig, Reed & Emerson, Inc., Brockton.. 124 
‘Cushman-Hollis Co., Auburn, Me 


Dingley Foss Shoe Co., Auburn, Me..... 63 
Douglas, W. L., Shoe Co., Brockton, Mass. 64 
Drew, Irving, Co., The, Portsmouth, O. 22-23 


Elam, F. 8., Shoe Co., Rochester, N. Y... 126 
Emerson Shoe Mfg. Co., Rockland, Mass.. 15 
Endicott-Johnson, Endicott, N. Y 

Evans’ Son, L. B., Co., Wakefield, Mass. 59 


Field & Flint Co., Brockton, Mass. 34-35 
Ttnedoty Rubber 
Mass. 


Florsheim Shee Co., Chicago, Ii. 
Foot-Schulze & Co., St. Paul, Minn 
Freeman-Beddow Shoe Co., Beloit, Wis. .16-17 


Gardiner, H. K., Co., Pittsfield, N. H..... 125 
Greeley, A. W., Co., Haverhill, Mass.... 149 
Gustin, M., New York City......... oe 


mane & Foster Co., Brockton, Mass..55-124 
Ideal Baby Shoe Co., Danvers, Mass..... 66 


Johansen Bros. Shoe Co., St. Louis, Mo.. 143 
as “agg Bros. Shoe Mfg. Co., Hallowell, 


Jonas, Jos. A., Shoe Co., Haverhill, Mass. 50 


Knights-Allen Co., Inc., Haverhill, Mass. 149 
Kreider, A. 8., Co., The........ ewir ceed: 


Lampe Shoe Co., St. Louis, Mo 

Leavitt, Geo. B., Co., Farmington, N. H. 49 
Lewis, Herman E., Inc., Haverhill, Mass. . 
Lilly, Henry, New York City 


Marathon Shoe Co., Wausau, Wis. 

me. F., Boot & Shoe Co., Milwaukee, 
Wate i i covials dabidocomsceecvectessn 97-98-99-100 

Merchants Shoe ~~ Boston 65 

Metropolitan Slipper Co., New York City 125 


Nettleton, A. E., Syracuse, N. Y. 
Nunn-Bush & Weldon Shoe Co., Milwau- 
kee, Wis. ... I 


Packard, M. A., Co., Brockton, Mass. 61-124 
Paristyle Footwear Mfg. Co., Inc., Brook- 
aye, Me Zs. cece cocce 125 


67 


Peck Shoe Co., Worcester, Mass 

Plant, Thomas G., Company, Boston.. 

Posner, Dr. A., Shoes, Inc., New York 
City 126 


Powell & Campbell, New York City. ..125-141 


Reynolds, Bion F., Brockton, Mass. 

Rice & Hutchins, Inc., Boston 

Richards & Brennan Co., Randolph, Mass. 124 
Rickard Shoe Co., Haverhill, Mass. 73 
Riley Shoe Co., Columbus, O...... besens S58 


Samuels Shoe Co., St. Louis, Mo.,...2nd cover 
Savane & Herder, Inc., Philadelphia, R 


Schwarz Ruggles Co., Brockton, Mass.... 
Shaft-Pierce Shoe Co., Faribault, Minn... 24 
Shanley Shoe Co., So. Hanover, Mass... 57 
Sherwood Shoe Co., Rochester, N. Y..... 104 
Smith, J. P., Shoe Ce., Chicago, Ill..... 
Smith, Wm. Sumner, Chicago, Il 
Stacy-Adams Co., Brockton, Mass....... 124 
Stetson Shoe Co., So. Weymouth, Mass... 124 
Stonefield-Evans Shoe Co., Rockford, Ill... 108 
Swan Shoe Co., Baltimore, Md. 


Thomas, M., & Co., Garfield, N. J. 
Thomas & Co., Brooklyn, N. Y. 
Thomson-Crooker Shoe Co., Boston 
Tober-Saifer Shoe Co., St. Louis, Mo..... 
Toomay Co., The, Boston 


United States Rubber Co., New York City 118 


Wessel, A. E., & Sons, Philadelphia, Pa. 24 
Whitman & Keith, Brockton, Mass....... 124 
Woodbury Shoe Co., Beverly, Mass. 

Watett, zx. T., & We Inc., Rockland, 


Amalgamated Leather 
Philadelphia, Pa. 


American Hide & Leather Co., Boston... 


American Leather an Inc., New 
York City 
Armstrong Cork Co., Laueseies, 


Barnet, J. S., & Sons, Co., Lynn and 
ton, Mass. 
Barnet Leather Co., New York City 
Beggs & Cobb Co., Boston, Mass 
Bristol Patent Leather Co., Boston...... 
Creese & Cook Co., Boston........ «++. 68-126 
Evans, John R., & Co., Camden, N. J....20-21 
Foerderer, Robert H., Inc., Phil., Pa..106-107 
Gallun, A. F., Sons, Milwaukee, Wis...26-27 
Jones, F. E., Boston, Mass 
Kepner, C. D., Co., Boston.......ee+se05 52 
Lawrence, A. C., Leather Co., Boston.... 38 


New Castle Leather Co., New York City.. 12 
Northwestern Leather Co., Trust, Boston 31 


rie & Vogel Leather Co., Milwaukee, 


Schwarzenbach Huber Co., New York City 28 
Snyder, H. 8., & M. W., Boston.......... 72 
Standard Kid Co., Boston and New York.. 4-5 


West Virginia oa od Paper ~ oe 
York City .... - 126 


FINDINGS AND SHOE STORE SUPPLIES 
Alterson, L., & Co., New York City 
American Seating Co., Chicago, Ill 


Chicago Wire Chair Co., Chicago, Ill..... 
Churchill Mfg. Co., Lowell, Mass 


Dalrymple-Dudley Co., Haverhill, Mass.. 
Fleming & Keevers Co., Inc., Northamp- 


Jefferson Import Co., New York City.... 140 
Kawneer Co., Niles, Mich 133-134 


Lincoln Store Supplies Co., St. Louis, Mo. 140 
Lyons, Hugh & Co., Lansing, Mich..... 138 


Manhattan Findings Co., New York City.. 125 
Merry-Go-Round Shee Shop, Chicago, Ill.. 138 
Meyer, Frank C., Co., Inc., New York City 146 
Milbradt Mfg. Co., St. Louis, Mo. 

ar oO. Bn Treeing Machine Co., Brock- 
Onken, Oscar, Co., St. Louis, Mo 

Peerless Display Device Co., New York City 147 


Reynolds Co., The, Providence, R. L....36-37 
Royal Metal Products Co., Chicago, Ill.. 140 
Rublack, Emil, New York City 2 


Segall & Sons, Philadelphia, Pa 
Success ey Corp., St. Louis and 
14 


HOSIERY SECTION 


Beaton, J. R., Co., Inc., New York City.. 12 
McCallum Hosiery Co., Northampton, Mass. 11¢ 


MACHINERY, LASTS, ga SUPPLIES, 
DRESSINGS, ETC 


Earle Shoe Pattern Co., Brockton, Mass. 125 
Foley & Halliquist, St. Louis, Mo. 


Nu-Shine Co., Reidsville, N. C.,.......... 126 


United Fast Color Eyelet Co., Boston.. 60 


United Shee Machinery Corp., Sesten, 
Mass, . 38d cover-128 


MISCELLANEOUS 


Atlantic Printing Co., Boston, Mass..... 126 


th A Purchasing Syndicate, ae, 


Calderwood & Preg, Inc., Boston, Mass.. 126 


Davidson Graphic Art Co., San Francisco, 
Cal. 146 


Kalter Cerf. Co., New York City 
Kirsch-Blacher Co., New York City....... 146 


Martin Posner & Co., New York City.. 146 


New York hg Parchasing Compenation, | 
New York City 


Shoe Trades Journal, Leicester, Eng..... 
Tolman Print, Boston, Mass. 


United Fruit Co., New York and Boston 149 











October $1, 1925 BOOT AND SHOE RECORDER 











Jp vn LLL IVMUUULLEUNULLRA ELE ULEL ALANA 
Build your business with 


BATES’ STRIPED WELTING AND Knights-Allen turn shoes 
_ MAKES SNAPPY STYLE EFFECTS A stout ankle, me a mae 


ubber le Solid 

construction with riveted steel 
arch shank. 
Jobbed by the following concerns: 
Harper-Kirschten 

Shoe Co., Chicago. 
Merritt- Eliott Cc 

New 
— states Rubber 


0., 
Rochester, N. Y. 


Cady-Ivison Shoe Co., 
Cleveland, Oh‘o 


KNIGHTS-ALLEN CO.., Inc. 
prema pooreh — 
Makers of wom 


urns 
M. H. Bates Co. ctasinned 1885 Brockton, Mass. “put together a tittle better.’ 
Boston Office: 207 Essex Street 
Bain Mn _| 























UNITED FRUIT COMPANY Wood Soled 
STEAMSHIP SERVICE Boots & Shoes 
NEW YORK—BOSTON—NEW ORLEANS IMPORTED 


TO AND FROM Of brown Kip 


CUBA, JAMAICA, PANAMA, COLOMBIA, CENTRAL Leather, Domestic, of 
AMERICA, ALSO WEST COAST PORTS OF CENTRAL AND Black Waxed Splits. 


SOUTH AMERICA AND MEXICO. Best Form, Fitness 
and Quality on the 


We have departments especially equipped for preparing bills of market. 
— and consular invoices, also for transferring cargo to piers 

rendering full service at ports for shippers. Oonsign your Write for Catalog 
prvchen 5 or write for full information to and prices. 


FREIGHT TRAFFIO DEPARTMENT M. THOMAS & SONS 


a “a whan nant ies Went, cote, } nig ’ Importers and Manufacturers 
GARFIELD NEW JERSEY 


ed be 
5 - ‘ 


Bir Greeley Boudoirs Meet 
ee Great Britain 4 All Demands 


No fault is found with them because 
there are no faults to find in them. I! 
make them in a manner which years of 

has proved 


The Shoe Trades Journal Pe 
IN “Colors. — Leather 

is the oldest established Shoe STOCK Rubber Heels, 

and Leather Trades Paper in 36 Pair Cases Deliveries At Once 


s - If your jobber cannot supply yeu, write me. 
Repay A. W. GREELEY 


Established 1869 at are ee eee 
Our Advertising Tariff will be APPROVED BY 


supplied by the Boot and Shoe MEDICAL MEN 
Recorder, Boston Mass., upon for the ankles of 
application. 





























Make 
yenTiLations! children 


ee 


THE SHOE TRADES JOURNAL 
Leicester - - England 
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The SS. 
“BOOT and SHOE RECORDER” 


of the Better-Business Line 
SAILING FROM BOSTON EVERY SATURDAY 


CARGO 


Prime selections of Advance Styles in Men’s, Women’s, 
Misses’ and Children’s Footwear, Shoe Store Fixtures, 
Accessories, Supplies and Systems. 

Correct Leathers, Fabrics, Rubber Goods, Lasts, Pat- 
terns, Machinery. 

Authentic, reliable Information on Profitable Retail 
Buying, Selling and Management. 

Methods, Ideas, Opinions, Counsel. 


DESTINATION AND PORTS OF CALL 


The “Boot and Shoe Recorder” touches every retail 
shoe trading center in America; its Cargo is consigned 
to the desks and homes of the worthwhile, sound retail 
shoe buyers. 


PASSENGER LIST 


All interested in reaching the largest and best retail 
shoe buying market of the United States—THE Boot AND 
SHOE RECORDER MARKET. 


BOOKING DATA 


Full information at Headquarters, 207 South St., 
Boston, and at branch agencies in Chicago, Cincinnati, 
New York, Philadelphia, Rochester and St. Louis. 


When writing to advertisers please mention Boot anv SHoz REcoRDER 





